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VL and NHC Series 


You'll find this attractive fixture installed in the most 


LEADER VL-440 
SPECIFICATIONS 

Housing, channel and deep drawn end caps 
of 20 gauge steel, finished in white, high- 
gloss baked enamel. Extruded tubular side 
panels and mouided one-piece louver is of 
glowing white plastic that is warp-proof, 
colorfast, and destaticized. Louver swings 
down for easy servicing. Choice of 31° 

or 45° shielding. May be used as single 
units or in continuous runs—suspended 

or ceiling mounted. VL Series uses 2, 

3 or 4 40-watt 48” T-12 lamps. Wired 

units include UL and ETL approved 

sockets, type FS easily replace- 

oble starters and two high p.f. 

2-lamp ballasts. Conventional 

110-125 volts, 60 cycle A.C. 

Other voltages on request. 

NHC Series available for 

use with Slimline tubes and 

for 120, 200, 300 or 425 

milliampere operation in 

lengths from 48” to 96”. 





tastefully decorated offices, stores and office buildings. The 
“Officer” not only adds to any decorative effect, but helps sell 
goods and services through appealing highlighting of floors, 
furniture and display sales material. The LEADER “Officer” is rich 
in construction, too. For example, it is provided with the famous 
LEADER one-piece louver of destaticized plastic ...a louver with a 
multitude of small, rigid apertures—made possible by one-piece molding— 


to provide excellent shielding and soft, gracious light-diffusion. 


Sold and installed only by the better 
electrical wholesalers and contractors 


GMT goin No.l Lighting Equsoment Manufaciinw 





LEADER ELECTRIC COMPANY + 3500 NORTH KEDZIE AVENUE + CHICAGO 18, ILLINOIS 


LEADER ELECTRIC-WESTERN: 800 ONE HUNDREDTH AVENUE, OAKLAND 3, CALIF . CAMPBELL-LEADER, LTD 


BRANTFORD, ONTARIO, CANADA 
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,.. and CONSERVE Arecious Brass and Caper 


“ECONOMY DE-LAY” Renewable Fuses offer you 
the opportunity to conserve scarce Brass and 
Copper and at the same time make a real 
saving in the cost of your Fuse maintenance. 


After your first cost of an “ECONOMY DE-LAY” 


Renewable Fuse, you pay only a few pennies for 
an “ECONOMY DE-LAY” Renewal Link to restore the 


Fuse to its original efficiency after a “blow”. This 
is much cheaper in the long run than any other type 


of Fuse protection you can buy. 
The simplicity and unusually fine mechanical con- 
struction of “ECONOMY DE-LAY” Renewable Fuses and 
Renewal Links make replacement quick, easy and 


inexpensive. 

With a reputation for Pioneering and Constant 
improvement, ECONOMY has always made its Renew- 
able Fuses and Renewal Fuse Links to meet the max- 
imum of all requirements of “The Standard for Fuses”. 





Millions of ECONOMY Renewable Fuses have been in ser- 
vice for years, giving low-cost protection to electrical instal- 
lations. Keep a full stock of “ECONOMY DELAY” R-newable 
Fuses and Renewal Links on hand! 


Ask for the ECONOMY Catalog and Price List. 
© Reg. U. S. Pat. Office 


Your Electrical Wholesaler has “ECONOMY DE-LAY” Renewable Fuses 


and Renewal Links in stock. 
REPRESENTATIVES IN 
ALL PRINCIPAL CITIES 
of 
5 


ECONOMY FUSE AND MFG. CO., 2717 creenview ave, cuicago 14, 1nots 
cotdien tnt tale ten tapes ae a heen 


“ECONOMY DE-LAY* Renewable Fuses and Renewal Links? 
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ADDRESS 


Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N. Y. 


Please change the address of my Electrical Wholesaling 





A) LOAD CENTERS and SERVICE EQUIPMENT 
AR with ADD-ON TYPE 


(just slip ’em in): 
Circuit Breakers 


*@& = 


ALL THE FEATURES of dependable thermal- 
Magnetic automatic circuit protection... plus... 
the add-ed convenience and flexibility of ADD-ON 
TYPE CIRCUIT BREAKERS are now incorporated 
into @ Load Centers and Service Equipment. 


Five basic units (see chart) plus a stock of indi- 
vidually-packaged single pole and double pole @ 
THERMAG type circuit breakers meet any job 


ment of combinations) yet meet any job requirement 
“off the shelf.” It’s sure to increase sales and avoid 
errors because any order can be filled from stock 
with individually-packaged ADD-ON breakers. 


For everyone concerned, it all adds up to greater conven- 
tence, flexibility and economy. So write for your copy of 
Bulletin No. 204 which describes the new ADD-ON 
feature of @ Load Centers and Service Equipment. 





requirement... from then on it’s a simple 
matter of addition to add new circuits... 


change capacities ... or replace damaged Type 


Moximum 
Total Poles* 


Max. Feeder 


Cat. No. Basic Unit Capacity 





units. Because all ADD-ON breakers are 


interchangeable and readily installed, it’s 
as easy as buying and replacing light bulbs. 
Other features are the screwless assembly 
and only one pressure type connection 
between circuit breaker and bus bar. 


This flexible system of load center as- 
semblies made-up with individual circuit 
breakers was pioneered by @ almost 20 
years ago. Today, with the plus value of 
the ADD-ON breaker, wholesalers can 
carry a reduced stock (instead of an assort- 





100 Amp. 
100 Amp. 
100 Amp. 
100 Amp. 
100 Amp. 


THERMAG 
THERMAG 
THERMAG 
THERMAG (ADLC4-8 

THERMAG (@DLC4-16 


*including any number of Double Pole. 


@LC4-4F (or S) 
@LC4-8F 
@LC4-12F 


4-S.P., 2-S.P. 
and 1-D.P., or 
2-D.P. (specify 
requirements) 


8 
12 
16 
12 
20 








c lete factory bli 





also furnished on special order. Similar units with 


QUICKLAG Circuit Breakers also available! Add “Q" to catalog number: thus 


@® “QLC4-4," ete. 


Other add-on units with 30 amp. maximum capacity ( JUNIOR Type Thermal 


trip circuit breakers (6 poles or less, including 1 D.P.) are available. 


k e(dam Electric Co. 


ST. LOUIS 13, MISSOURI 
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Exclusive Features! 


OILED (4 ) 


—— 


LIFETIME 


SCIENTIFICALLY RUBBER MOUNTED 


(Mus- 


For safe, silent, efficient operation and 
for durability, this Standard Electric 
Ventilating Fan is in a class by itself. 


Compare the features of this heavy-duty 
model with those of any other venti- 
lating fan on the market. Then compare 
the prices and you will understand 

why every week more and more whole- 
salers all over the country are adding 
Standard Electric products to their 
inventories. 

Fans and blowers of every capacity and 
description at prices that permit the 
wholesaler a better mark-up and the 
consumer a lower price. 


WRITE FOR INEORMATION...- 
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You can’t buy 


Better Fittings 


or ones that 
cost less 


to use 


O 


Cross Section 
Showing 
Indentetions. 





Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they're set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All 8-M Fittings Carry the 
Underwriters Seal of Approval 


} 
METHOD) DISTRIBUTED BY 
TOOL The M. B. Austin Co., Northbrook, Ill.; 
Clayton Mark & Co., Evanston, Ill; Clifton 
Conduit Co., Jersey City, N. J.; General 
CO. Electric Co., Bridgeport, Conn.; The Steelduct 


oo Co., Youngstown, Ohio; Enameled Metals, 
GALVA,.:* ILLINOUS Pittsburgh, Penn.; Kondu Mfg. Co., Ltd., 
\ Preston, Ont.; Wagner Malleable Products 

8 Co., Decatur, I. 
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ROYAL Chyadal” “Suc 
tHe Oneginal ciass-ror FUSE 


. and LEADER ever since! 


ROYAL-NOARK Xexewad/% CARTRIDGE FUSES 


Never before a renewable fuse so easy to renew 


. sO easy to assemble! 


ROYAL-NOARK Aon-Kevewrrble CARTRIDGE FUSES 


5 ways better....on the INSIDE.... 


where it counts! 


WRITE FOR CATALOGS 


PLUG FUSES © CARTRIDGE FUSES 
FUSTATS © WIRE © CORD SETS © TROUBLE LITES 
DECORATIVE CHRISTMAS LIGHTING 
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Simplest switching 
with Hush matic’ 


_ELECTRI-CENTERS 


New convenience for users... new 
business for you and your customers! 


“Push 
Push —it's OFF! 


— it’s ON! 


Push — it’s ON 
again! 


*Push-button switch with automatic 
protection for electric circuits 


OTHING could be simpler! A simple push of the 

finger switches the current either ON or OFF. 
Think what this means to your customers! If Push- 
matic is automatically tripped by short or overload, 
just push and service is restored. No bothersome 
resetting . .. no fuses to buy. 
And simple push-button switching is just one of the 
many exclusives that make Pushmatic Electri- 
Centers first for circuit control and protection. Push- 
matic offers your customers flexibility never before 
obtainable in any panelboard! 


All units interchangeable! 


All Pushmatics are identical in size and contour, ree 
gardless of rating or type. That means each unit can 


be quickly inserted, removed or interchanged without 
disturbing other units. Handle ties quickly convert 
two horizontally adjacent single-pole Pushmatics into 
two-pole branches. 

It’s Pushmatic for surest protection, too! Approved 
by Underwriters’ Laboratories, quick-break Push- 
matics operate with split-second precision when short 
or overload occurs. Automatic tripping is entirely 
independent of manual operation. 

There’s a Pushmatic to meet every load condition: 
THERMAL-MAGNETIC or THERMAL-MAGNETIC 
with exclusive AMBIENT COMPENSATING FEA- 
TURES. They’re rated at 15, 20, 30, 40 and 50 
amperes, 1 pole, 120 V., or 2 poles, 120-240 V., AC. 
Pushmatic’s simplest switching, most flexibility and 
surest protection pay off in a faster, more profitable 
turnover for you. Get behind them today! 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN ® FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA; BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


¢-s) BuL_L_tDoc 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 





Move Pushmatic Electri- 
Centers fast and help 
your Contractor customers, 
too, by urging them to 
order several basic Electri- 
Centers and fronts plus... 


a few cartons of flexible, 

interchangeable Push- 
matics. With this emergency 
supply on hand, Contract- 
ors can get the jump on any 
rush job by... 
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simply hooking Push- 

matics of the desired rat- 
ings and types on the 
mounting rib and connect- 
ing them to bus bars with 
a screw driver. 


Y This simple plan gives 

users prompt service, 
saves Contractors valuable 
time on rush jobs, and steps 
up your turnover for bigger 
profits! 





If you have ever spliced wires 
and cables in real mean loca- 
tions, you probably are a 
strong ‘‘booster’’ for Penn- 
Union Connectors - - - 


Because you know how much 
easier they are to use in close 
quarters: Working up against 
a wall...squeezing into small 
boxes, to join short ends of 
stiff wire . . . reaching around 
pipes, and splicing wires in 
dark holes where you can 
hardly see. 


mam LARGER SURFACES 
for the wrenches make the Penn-Union 
connector more practical—you grip it from 
ANY angle, with ANY kind of wrench (box, 
socket or open-end). Developed by 20 years 
of constant improvement. Accurately made, with 
rigid engineering inspection. Reusable over and 
over. Can be furnished in Bronze or Aluminum. 


Sold by Leading Wholesalers 


PENN-UNION ELECTRIC CORP. 
ERIE, PA. 


Canada: Dominion Cutout Company, Ltd., 
250 Richmond St. West, Toronto 
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You Centro! Condun Oviritvter hendligs @chvesized ovtnide Gnish end ho: 0 dwob'y oc qe od 
Thor: why Se sells ond recommends Central Rigid Great — insite finish, 

Condust t's mode in tow different types to YO? eddies te qbeliry produc, you co. depend on you 
with on electrical rocewoy thet will exactly M yoursse@h = Central Conduit Distributor for friendly service Mell go 
Conmtece ro: 0 hot dipped golvomied ond lacquered out of hin way to see thet you ore fully sotufied 

fresh Comtrel White ho: un electro gotvomied ovtude Unprecedented demond has made + mposubie a! times 
firwsh ond @ block enameled nude fresh Contrel Blech fo: hin to alway) Completely All your orders immediately 
ho: @ permonent, boted on enome! finish nude and ovt But boep m touch with tim Me wil! make sure thet you get 
Conmtret GAT is 0 light wenght conduit with on electro @ for shore of his wpply 


SPANG-CHALFANT 


Deviation of The Memene! Supply Compony 
GConeral Sates Oce  Gront Bigg Pirtsbergh Pe 
Diawict OMFices and Seles Representanves in Principe! Ces 


2co 











This is one of a series of Spang ads which are appearing 
regulorly in: ELECTRICAL CONSTRUCTION AND MAIN- 
TENANCE, ELECTRICAL WEST; and ELECTRICAL WORLD 


AID YOUR FUTURE SELLING EFFORTS 


Teamwork means a lot in selling. That's why Spang gets 
behind you and aids your selling efforts with ads like the one 
above. We like fo think that as a team we do one job and 


you do another ... we make ‘em and tell ‘em... you sell ‘em. 


These advertisements add “punch” to your selling efforts. They 
are constantly reminding your prospects about the friendly 


service you give and the quality products you stock such as 
Central Rigid Steel Conduit. 


SPANG-CHALFANT 


Division of The Natione!l Supply Compeny 
General Sales Office: Grant Bidg., Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 
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PLASTIC 
“LUMI-SIDES”’ 


Extruded plastic side 
panels provide low sur- 
face brightness, create 
modern streamlined 
oppecronce. 


Sa» 
ea wer 


“DOWN-LITE" 
REFLECTOR 


Exclusive porabolic re- 
flector increases down- 
ward component, boosts 
lighting etticiency. 


2-POSITION 
LOCK-LOUVER 


louver drops on slotted 
hangers for quick re- 
lamping. Press slide to 
remove louver com- 
pletely. To replace, just 
snap back into position. 


YY 


5 LAMP TYPES 
3 LAMP LENGTHS 
Choice of conventional 
or instant-Start, regular 
fluorescent, Krypton, 
low Brightness. 48, 60, 
and 96 inch lengths. 


10 great 
models for every 
commercial need 


: f 


9 


feature after feature 


fo make you 


dollar after dollar 


MITCHELL 
MID-CENTURY 
LUMINAIRES 


Here’s the new, complete commercial lighting line with selling features 

unlimited! MITCHELL MID-CENTURY Offers the choice of 5 lamp types (conventional 
or instant-start, regular fluorescent, Krypton, Low Brightness)—louvered or 

open units—3 lengths to fit any commercial interior. Exclusive ‘“‘Down-Lite” 
reflector provides more light per unit—translucent plastic sides create 

smooth, handsome surface lighting effect—2-position lock louver makes 
relamping easy—quality construction assures long, trouble-free operating life. 


Every MID-CENTURY Luminaire is a new achievement in better lighting, 
simplified installation and maintenance, modern good looks—and a money 
maker for you. Build your sales to schools, stores, offices, institutions 

with this complete profit-packed commercial lighting line. 


Mitchell Manufacturing Company 
2525 N. CLYBOURN AVE. + CHICAGO 14, ILL. 
In Canad : Mitchell Mfg. Co., Ltd. 11-25 Davies Ave., Toronto 


MITCHELL Catalog No. 399 
gives you full details on the many 
new selling features offered by 
the MID-CENTURY Line. Write for 
this complete brochure now. 
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OTHER PROFIT ITEMS 
FOR YOUR BUSINESS 


Porcelain receptacles built for long 
life and dependable service. Imper- 
vious to normal lamp heat. Excel. 
lent insulators, Easy to keep clean. 
Easy to wire and install. 


Type “CR” Enclosed Switch, left, is 
general purpose switch, front oper- 
ated. 30 Ampere size for plug and 
30 and 60 Ampere sizes for cart- 
ridge fuses. Pull out type enclosed 
switch is shown at right. 











For OUTDOOR installations ex- 
posed to weather . . . for INDOOR 
installations exposed to excess 
humidity. 


Flush tumbler switch has small 
Bakelite base, installs quickly. Ex- 
tremely sturdy. Type “T” rating 
for 10 Ampere loads. 
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OFFER YOUR CUSTOMERS 


Weta Cis - Hen Qual 


Give the architect and contractor more latitude, and assure them of higher quality, 
by stocking our complete line of wiring devices. This line gives you “bread and 
butter” items, labor-saving features, and specialities. It’s up to date for today’s 
construction. You'll find no more complete line anywhere, Remember, more wiring 
devices are being sold today than ever before. Get your share of this profitable 
ond repect business. Be prepared to render a complete service, and prompt ship- 
ment, from adequate stocks of these high quality, reliable, accepted wiring devices. 


We are promoting the importance of adequate 
wiring, and quality wiring devices, through a series 
of ads like these to the architects and contractors 
who are the mojor buying inflvences. The rest 
is up to you. 


Branches in: Boston, Chicago, Cleveland, Cincin- 
nati, Dallas, Denver, Detroit, Los Angeles, New 
York, Philadelphia, San Francisco, Syracuse 
in Canada: Arrow-Hart & Hegeman (Canada) 
itd., Mt. Dennis, Toronto 
For more information, write today to: 
1601 Laurel St., Hartford 6, Conn. 


QUALITY MADE — PROMOTED TO YOUR TRADE 


WIRING HEGEMAN 
DEVICES DIVISION 


ENCLOSED 
SWITCHES 





AiR 
COOLED 


Industrial type in 
sizes from 1/10 
KVA to 100 KVA, 
Primary voltages 
of 240/480/600 
and 2400 volts. 
Supplied in Class 
A and Class B 
insulation designs, 
For indoor and 
outdoor instalia- 
tions. Write for Bulletin. 





VOLTAGE 
STABILIZER 


An automatic voltage stabilizer to main- 
tain a constant potential at all times. 
Practically instantaneous response to vol- 
tage fluctuation. No moving parts — no 
adjustments. Quiet in operation. Engin- 
eered for dependable performance. 





Designed to permit op of standard 115 
volt, 50 60 cycle electrical equipment or appli- 
ances from a 200/240 volt source of supply. 
Available in sizes from 85 to 2000 watts. 


FLUORESCENT 
LAMP BALLASTS 


For standard, quick-start, slim-line and cold 
cathode tubes. Made to provide high per- 
formance, quiet, long life service. Write for 
Bulletin FL 179. 


VOLTAGE 
ADJUSTOR 


For the manual regulation of 

a high or low voltage condition to the nor- 
mal voltage required by the electrically 
operated equipment. Available in sizes from 
150 w. to 10 KVA. Write for Bul. VA 180. 


SIGNALING 
TRANSFORMERS 


For use wherever a de- 
pendable low-voltage 
power supply is required 
for the operation of alter- 
nating current devices, such 
as bells, gongs, horns, 
sirens, signaling systems, 
annunciators, relays and 
control systems, requiring 
secondary output of 4, 8, 
12, 16, 20 or 24 volts. 
Available in capacities 
from 50 VA to 750 VA. 
Ask for Bulletin J-170. 


THESE SIX Acme Electric 


TRANSFORMERS HAVE... 


ee ONLIMITED SALES 
OPPORTUNITIES 


You can serve your customers better by supplying them with 





Acme also manufactures: 
OIL BURNER IGNITION TRANSFORMERS 
CONTROL TRANSFORMERS 
LUMINOUS TUBE TRANSFORMERS 
RADIO AND TELEVISION TRANSFORMERS 
ELECTRONIC TRANSFORMERS 
BELL RINGING AND CHIME TRANSFORMERS 
INSULATION BREAKDOWN TESTERS 

] VOLTROL REGULATING TRANSFORMERS 
[_] SIGN LIGHTING TRANSFORMERS 
[_] CAPACITOR TRANSFORMERS 
Acme Electric signaling transformer you've sold a heavy duty, | SAFETY INSPECTION TRANSFORMERS 
quality product that will perform properly. ° 


many of these transformer specialties. The ever increasing trend 
to distribute power at high voltage and transform it to a lower 


| 


voltage at points of use has created many opportunities to sell 


st 
= 


bs 


Acme Air Cooled Power Transformers to industrial plants and 
commercial buildings. Operating electrical office machines, small 
factory tools and appliances from a power line is solved by 


JOO 


installing Stepdown Transformers. In plants, offices, stores, 


when voltage fluctuations affect the performance of electrical 
equipment or lighting installations, there are opportunities to 


JOO 


sell the manually controlled Voltage Adjustor or the Automatic 
Voltage Stabilizer. Supplying Acme Electric fluorescent lamp 
ballasts to replace overloaded or under capacity ballasts is a 
market that should not be overlooked. And when you sell an 











ACME ELECTRIC CORPORATION 


671 WATER ST. ae CUBA, N. Y. 
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MAKE A 
d nn? 
"WITH THE 


tion 


its Protitable 


® JOBBER COOPERATION 
The WEAVER policy of WORKING 
FOR THE JOBBER gives you addi- 


tional sales 


GOOD DISCOUNTS 
WEAVER jobber discounts give 
sagging profits a boost. All items 
have a profitable margin for re- 
sale 


* LOW COST 


Yourscustomers want quality prod- 
ucts at prices that are right. The 
WEAVER line is priced very com 
petitively to increase your sales 
volume 


TOP QUALITY 
High strength alloys, good work- 
manship, thorough testing and in- 
spection, and plenty of “eye ap 
peal you'll find them all in 
WEAVER products - and you'll 
make repect sales to satisfied cus 
tomers 

NATIONALLY ADVERTISED 
Nationally advertised WEAVER 
products are well known and well 
liked in your trade area 
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“A BOX FOR EVERY NEED” 
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(... 150 WATTS 
IN 100-WATT 
SIZED BULB) 


Sure, this new Sylvania Kitchen Lite is small in 
size, but it’s big in power... big in popularity 
... big in sales! 

Same size as a 100-watt bulb, it fits all standard 
fixtures. But, it shines out a full 150 watts. Ideal 
for kitchens, laundries, work shops, playrooms, 
and garages. Etched “Kitchen Lite” for easy 
identification. 





And get this FREE powerful promotion! 


Here’s everything utilities and dealers need to 
keep sales of this bulb zooming ...a complete 
promotion program. 

Here are big, colorful window cards, counter 
cards, and streamers. Professional ads, too... all 
ready in mat form to furnish to local papers. And 
it’s all free. Mail the coupon for full details now! 

Counter Card 


_ ; -. products Inc. New York 19. ae i 
pt. 1-700" me fa details a! Sywem 
d Please eine Promotion Prost er 
—— : ca ge we 
Y Company 
=| Street 
City: - 


LIGHT BULBS; FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; RADIO 
TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST EQuiP- 
MENT; PHOTOLAMPS; TELEVISION SETS 
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Cat. No. PD 238 BS — Series 
(Old Cat. No. 74-8) 


Cat. No. PD 338 BS — Parallel 
(Old Cat. No. 77-8) 


Murray Combination Main Service and Range 
Switches are specifically designed and engi- 
neered for easy installation. The box has plenty 
of working space. Solderless connectors help the 
electrician to hook up wires in a matter of sec- 
onds. The one screw cover eliminates the nuisance 
of taking out four screws. 

Murray Combination Switches are available 
with four, six, or eight branch lighting circuits. 
The eight Circuit Combination, (illustrated) pro- 
vides for eight branch circuits, plus three-wire 
separately fused range connections. An extra tap 
simplifies hot water heater wiring. 


Plenty of hand room 
here. Solderiess 
connectors clamp 
down on wires for 


positive, permar 
ent contacts 


IF YOU WANT TO INSTALL THE BEST... 


Only one screw to 
take out to remove 
the cover. Installa- 
tion photos taken at 
John J. Tomasulo, 
Electrical Contrac 
tor, Roselle Park, 
NJ 


Branch circuits and 
neutral are easy to 
wire because there 
is plenty of wiring 
space and the sol 
derless connectors 
work smoothly and 
efficiently 


specify Wuwuviay 


MURRAY MANUFACTURING CORPORATION 


1250 ATLANTIC AVENUE 


BROOKLYN 16, NEW YORK 
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ARE YOU MISSING A TRICK? 
TELL YOUR CUSTOMERS 


THE THE 
GROUNDING INSULINER 
WEDGE SLEEVE 


STORY 


In certain locations the use of Insulated Outlets or 
Continuous Ground is required by the Code. With 
a supply of T&B Insuliners and T&B Grounding 
Wedges, along with your regular Conduit Bushings, 
you are always ready at a moment's notice to make 
an approved Insulated br Grounded installation— 
the quick, easy, economical way. And you don't 
have to duplicate or triplicate your investment in 
special purpose bushings. 


Patented T&B Insuliner Sleeves and UL approved 
Grounding Wedges are designed for one purpose: 

. ; . a SLIP INSULINER 
to make your insulating and grounding work sim OVER WiRES 
ple—at greatly reduced cost. 

Ideal for new work; the only practical solution for 


WEDGE OVER : . 
WIRES BEHIND old installations. 


BUSHING, AGAINST 
BOX WALL LOWEST INSTALLED COST 


GROUNDING WEDGES 
AND 
INSULINERS 
FOR EVERY CONDUIT SIZE 
 & Ya” THROUGH 6” 


TIGHTEN 
BUSHING AND 


PN INSULATED 
BUSHING 


ENGINEERED 


THE THOMAS & BETTS CO. 


INCORPORATED 


ELIZABETH 1, NEW JERSEY 





| IN STOCK AT YOUR LOCAL T&B DISTRIBUTOR 
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First Time in a Safety Switch! 


Trumbull’s Hci Type A Safety Switch 
uses magnetic repulsion to break 
heavy loads quickly, safely. Arcs re- 
pel each other... break against grid 
pins (A)... quickly cool. No pitting 
means longer contact life. 














No Dead Center 


Roller-cam action— multiplying linkage design with 
powerful spring —throws switch to full OFF and ON. 
HCI withstands heavy short circuits without damage. 
30, 60, 100 ampere sizes. Request Bulletin TEC-10. 


TRUMBULL (T) ELECTRIC 








It’s Easy to Install 


Front fusing permits small box, 
yet leaves ample room for wir- 
ing. Front operation permits 
close ganging. Interior remov- 
able for wiring ease. No exposed 
live parts when switch is OFF and 
door is open 


2 


Phat a in 
, “bf 


Unit Package 


Interior is easily removed for wiring or in- 
spection. Includes handle as an integral 
part. Available as packaged unit, to be used 
in combination with other equipment. 


THE TRUMBULL ELECTRIC 
MANUFACTURING COMPANY 


Plainville, Conn. 


TRUMBULL‘'S TRAIN OF NEW PRODUCTS. 
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PACKAGED 


TO SAVE INVENTORY LOSS 


Now is the time to stop inventory losses. Check your 
1950 records. You can change some losses to profits 
during 1951 by adopting the packaging schedule 
offered by CONDUIT of COLUMBUS. Packaged items 
cut losses three ways: 


1. Packaged goods stay put, seldom get lost, 
damaged or misplaced. 


. You have an exact count. Only one carton 
is ever open for less-than-carton requirements. 


. Order packing is simplified. No sacks or bags 


are needed, and losses enroute are eliminated. 
look for this label 
Years ago, CONDUIT of COLUMBUS pioneered the msl oy Ae 
packaging of conduit pipe fittings. Since we sell guarantee of uni- 
exclusively through wholesalers, we know your prob- Te: GI 


lems. Let us hear from you. 
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here are 


Full information on recent G-E 
ballast developments is avail- 
able through your nearest 
General Electric Apparatus 
Sales Office —or, if more con- 
venient, write direct to Ballast 
Sales Division, General Electric 
Company, Fort Wayne, Ind., 
and your request will receive 
prompt attention. 


Apparatus Department, Gen- 


eral Electric Co., Schenectady 
5, New York. 


This label ona 
fixture carton, or the 
familiar G-E ballast tag 
on a fixture, is your 
assurance of fine 
ballast performance. 
Buy —when you see the 
G-E ballast label or tag. 


new G-E BALLASTS’ 
you should know about 


NEW! TRIGGER START BALLASTS 
for instant starting operation of 32- 
watt circline and 20-watt standard 
lamps. Eliminate starters completely. 
A natural sales booster for residen- 
tial-type fixtures. 


i 


NEW! SMALL CROSS-SECTION TU- 
LAMP ballast for 40-watt lamps. De- 
signed to give quiet operation in 
small-channel fixtures. Only 2% 
inches wide and 1% inches high! 
Maximum performance from this nar- 


row cross-section ballast. 


= ams ane ane mas aun une een ee 


NEW! SMALLER, LOW-LOSS SERIES 
BALLASTS for 96T12, 72T12, 48T12, 
and other instant-starting 40-watt rat- 
ings. Lamps operated in series. Cost 
is lower, efficiency higher. Deliver 
more dollars of light per dollar of 
ballast 





/ 


Pa 
M 


NEW! LOWER-PRICED, QUIETER 
single-lamp ballasts (either §ncor- 
rected, or high-power factor) for 
30- and 40-watt lamps. New electrical 
design means more efficient opera- 
tion than ever before. New type con- 
struction has made possible extremely 
low noise levels. 


— ae ee ee a a a we 


NEW! FOUR-LAMP SEQUENCE 
START ballast for 85-watt standard 
lamps. Provides high operational 
efficiency with low installation costs. 
The most economical lighting for many 
applications—industrials in particulor. 


NEW! BALLASTS FOR OUTDOOR 
SIGNS and other outdoor fluorescent 
fixtures. Special leads and capacitors 
permit operation at temperatures as 
low as — 20° F. UL listed. Available in 
standard Slimline and Instant-starting 
40-watt ratings 


) ELECTRIC 
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Mr. Jobber: 


Do you realize that besides the large 
utility field, this item has another 
tremendous market — the Electrical 
Contractor and the Industrial User. The 
complete line from number 10 to 
1,000,000 CM is listed by the Under- 


writers. 


pe IE SEB 
e)-? ae f . 


fs: 


+ 


Ue ere 


Don’t overlook a good bet — get your 
share of this profitable business. 


Available for prompt delivery 





JASPER BLACKBURN CORP., 35 Madison St., St. Louis 6, Mo. 


\\ 
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FOR HOUSING 
U.S. Approved Mail Boxes; Doorbell 
Systems and Mechanical Door Chimes; 
Telephone and Fire Alarm Systems. 


FOR OFFICES 
Buzzer, Annunciator, and Clock Sys 
tems; Telephone, Fire Alarm, and Ele- 
vator Signaling Systems. 


MANUFACTURERS OF 
Electrical Signaling, 

mmunication and 
Protective Equipment for 
Housing, Hospitals, 
Schools, Offices, Ships, 
and Industry. 








cer 
oh” #9. 


RESPONSIBLE SOURCE 


Whether it’s a hospital or a school, a housing project or an 
industrial plant, Auth makes the signaling systems for it — complete! 
Protect your reputation by specifying reputable systems . . . Eliminate 


Wi confusion . .. simplify your work . . . and save money for your client. 


On your next commission place the responsibility for all 
signaling and communication equipment with Auth, a Company 
having more than half a century of experience in this field. You'll 


be glad you did. 


FOR HOSPITALS 
Nurses’ Call, Doctors’ Paging, and 
“In and Out” Register Systems; Clock, 
Telephone, Fire Alarm Systems; 
Night Lights. 


FOR INDUSTRIAL PLANTS 
Fire Alarm, Telephone, and Paging 
Systems; Clock and Program Bell Sys- 
tems; Supervisory Annunciators. 








Clock, Program Bell, and Fire Alarm 
Systems; Teleph and Miscell 
Signaling Systems. 





POR COMMERCIAL HOUSES 
Telephone, Clock, and Fire Alarm 
Systems; Buzzer, Annunciator, and Pag- 
ing Systems. 


Descriptive Literature upon Request 


COMPLETE SYSTEMS 


Sales Representatives in Principal Cities 


ONE RESPONSIBILITY 


AUTH ELECTRIC COMPANY, INC. 


34-20 45th St., Long Islend City 1, N.Y. 
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REVERE 
NO. 4200 SERIES 
ENCLOSED FLOOD 


\ REE. 
mertil 


Mill 


HHT 
‘tigen 


180° HORIZONTAL 
SPREAD — 30° 
VERTICAL 


Throws a flat pancake-like beam — just what is needed 
around fenced-in areas. Intruder can be seen, whereas 


the guard is not visible. 


CODE BEACON 


C. A.A. 
jus the thing for Refineries, Tank Farms, Prison Yards, 


moke Stacks, Bridge lighting, Construction projects, etc 
Has rotation feature for easy, 


Spec. 446 

Weather-proof, dust-tight 
safe adjustment. 

NO. 3800 

PORCELAIN 

NO. 3862 

ALUMINUM 


1500 WATT 
REVERE 
ELIPTOR 


c pap epigned for 
use as a flasher to mark . 

obstructions. Guely < Scientifically designed for high light output. Has degree 
weather-proof. Code markings for proper setting — all located on one side for ease 
Flashers also available. and safety. 











REVERE FLOODLIGHTS FILL THE REQUIREMENTS 
OR ORDNANCE PLANTS, SHIPYARDS, DOCKS, 
Storage Areas, Camps and many other vulnerable areas. Write 
us immedigtsly for full catalog information so that you may be 


4 


INCANDESCENT a 
_SEARCIONTS able to sell these units NOW! 

12” - 18” - 24” with 

Pilot house control or OBSTRUCTION LIGHT 

with hand control. 

Meets exacting requires  ©-A.A. SPEC.L-810 REVERE ELECTRIC MANUFACTURING COMPANY 


ments in patrol light- Units available for 
ing. Multiple or Series Service. 6011 BROADWAY, CHICAGO 40, ILLINOIS 
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A simple count of the number of outlets planned for a room will tell you 
whether Féedrail would save time and money in the long run. A dozen 


motorized bench tools will justify a Feedrail line. A group of sewing machines 


iy 
i. 
a 
z 
+ 
& 
fe 
E 
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that are frequently re-located makes Feedrail layout a practical necessity. 


And, if you have moving test lines, lights or motors or cranes and hoists, 


Feedrail becomes a must. aw 
The reasons are simple. Feedrail is a . <i = \ 
totally enclosed, overhead distribution Wholesalers ‘\\ 


and Contractors 


everywhere are suggesting 


m electrical device may be fused, or pro- /}/ Feedrail layouts because one 
application spreads quickly 


0 p 5 R AT 0 R S tected by circuit breakers. No wires on MJ to the entire plant. For pres- 
$ tige and profit ask the Feed- 
the floor—Everlok connectors can't pull rail representative to design a 


R E L 0 C AT E D out accidentally—and maintenance and Sap OEETNS YOR OEE EGS, 


wiring jobs. 
... # interruptions to production are practi- y 
Zz, r 4 SS yA 


= emeee ORB OTR cally eliminated. ae 








system with removable trolleys. Each 


33 


Ecectmic FEEDRAIL CORPORATION 
FEE RAIL Subsidiary of Russell & Stoll Company, Inc. 


125 BARCLAY STREET « NEW YORK 7, N. Y. 
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IMPORTANT 
PROFITS! 


to make Accurate 
your complete tape 
department. Three 
reliable tapes na- 
tionally advertised 


for use 
tic tape is PFO 


L 


\) 


ACCURATE RUBBER TAPE 
Features high elasticity, excellent cohe- 
sion, high dielectric and super aging 
qualities. Available in Standard and 
A.S.T.M.-A.A.R. grades. 


ACCURATE FRICTION TAPE 

High grade rubber carefully compounded with 
finest cotton base provides maximum mechan- 
ical protection for every wrap. Made in Stand- 
ard and A.S.T.M. grades. 


.--no finer tapes at any price! 


For big wiring jobs or small, Accurate is the choice for positive 
tape protection. Both friction and rubber are strong, pliable, easy 
to apply. Accurate tapes make accurate wraps — pull tight and 
clean over irregular surfaces. When you order tape, mention 
Accurate by name. It’s the one sure way to complete tape satis- 
faction. For a complete guide to tape selection and tape buying, 
ask for the new Accurate Data Folder. Accurate Mfg. Company, 
Garfield, New Jersey — address inquiries to Dept. AA. 
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was this call 


2 
necessary 


Some “Moral Insurance" here might have avoided a serious accident 
Workmen’s compensation is a fine thing—but it can’t replace a mangled arm. 


Safety laws prevent many accidents—but they can’t cover every hazard of 


an individual plant. 


Accident prevention which goes beyond the law is an unwritten responsi- 
bility of every employer. It is his “Moral Insurance” for his employees 
welfare. 

The premiums for “Moral Insurance” are not high. They do not have to 
be paid for in fancy safety gadgets. Their cost is simply the institution of 
common sense safety regulations covering all local hazards—enforced by 


employee committees with the full support of management. 


Yes—“plant safety” is a mutual job. 


DON’T FORGET—THE LIFE YOU SAVE MAY BE YOUR OWN 


Published in the public interest by: 


McGRAW-HILL PUBLICATIONS 
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OVER 


60 


YEARS 
EXPERIENCE 
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T DOWN THE LINE 
B-I FITTINGS AND FIXTURES 


Designed right... built right 
and priced right for profit 


/B-1| No. 1426 Conduit Entrance Caps. 

Special high strength, non-corrosive 
aluminum alloy. Easy and positive to position. 
Threads clean and full cut. For 2, 3, 4, or 5 
wire service. Filister head screws. 


B-1 No. 600 Watertite Connectors for Ser- 
vice Entrance Cable. Smooth, non-rust- 
ing casting fitted with live rubber grommet 
for long time protection. Clean, easy running 
threads and tapered point screws for fast 
installation. 


B= No. 710 Service Entrance Cable Heads. 
Cast aluminum body with separate 
cover. Heavy steel cable clamp. Large key- 
hole for easy attachment to building. 


'B-1 No. 3626 Steel Clad Wire Holders. Has 
heavy steel base and supporting strap, 
#22 square shoulder screw. All hot dip gal- 
vanized. Porcelain has compression strain 
only. Smooth rounded surfaces protect wire 
insulation. REA approved. 


B-1 No. 514 Porcelain Enamel Yard Lights. 
Highest quality porcelain enamel re- 
flector, independently mounted. Zinc plated 
cast iron head and flange, galvanized conduit 
extension. Wired with porcelain socket and 
#14 Type T wire. 


Immediate Delivery from Adequate Stocks to 
Electrical Wholesalers Only.Write for Free Catalog. 


BLACKHAWK INDUSTRIES 


Dubuque, lowa 
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Avoilable for 60, 100, 
200, 300 and 500 Watt 
Lomps. 


Pot. No. 2,530,135 


( 


housing and sealing unit. 

explosion-proof 
without additional sealing 
fittings. 


Pot, No. 2,208,558 


explosion-proof eel 
lighting fixture, Availab!s for two 40 
watt 48” lamps or two 100 watt 60” lamps. 


-cloch 


PROTECTION 


APPLETON 


EXPLOSION-PROOF 
EQUIPMENT 


Here are conduit fittings and lighting fixtures 
designed to provide day-and-night protection against 
the arcs that touch off disastrous fires and 

explosions in chemical plants, oil refineries, hospital 
surgeries—wherever explosive or flammable 

vapors, dusts or gases are present. 


Engineered to completely confine the dangerous 
sparks that lurk in wiring systems, Appleton 
Explosion-Proof equipment is easy to install and 
service. And among the hundreds of fittings and 
fixtures in the complete Appleton Line is an explosion- 
proof fitting exactly suited to your customers’ needs. 

Any wiring or lighting job—explosion-proof or 
otherwise—is a better job when Appleton fittings and 
fixtures are used. Sell the better electrical equipment 
that means better building, sell Appleton, leading 
choice of American builders for nearly half a century. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE * CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 
100 N. Sante Fe Ave. © ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street * DENVER, 1921 Bicke Street * PHILADELPHIA, 

1017 Cherry Street * CINCINNATI, 626 Broodway * HOUSTON, 

709 M. & M. Bidg. * HAVANA, Cuba, Maiecon No. 9. 

Resid R tives: Bingh Datias, indianapolis, Kansos 

City, Oriendo, Milwaukee, New Orleans, Seattle, Portiand, Ore. 





Export Representatives: 
international Standard Electric Corp., 67 Broad St, New York 4, N. Y. 











Washington 
STRAWS. 


THE 82nd CONGRESS e [f coming events still have the habit of casting their shadow 
ahead, then President Truman’s smile is apt to lose its reputation for not coming 
off as the 82nd Congress really shakes down to its job. 

Within four hours of convening a coalition of Republicans and Southern Demo- 
crats in the House rejected by a vote of 247 to 179 the Administration’s request to 
adopt for the new Congress a special set of rules which the 81st (Fair Deal) Con- 
gress had accepted and which among other things had the effect to hamstring the 
otherwise powerful Rules Committee, dominated by anti-Truman members. That 
shows how the wind blows—“on the Hill.” 


OUR ADVISORY COMMITTEES e@ Those first meetings of the electrical wholesale dis- 
tributors’ advisory committees with officials of the N.P.A. (page 45) did a world 
of good in registering the needs for cutting red tape and paper work at the manu- 
facturers as well as the distributors level, if the electrical industry is to give 
maximum service to defense industries and supply civilian requirements within the 
framework of N.P.A. regulations. 


N.P.A. ORDERS @ They are coming out thick and fast—some fairly specific, others 
obviously drawn hastily—some designed to meet the situation as it exists today, 
others just paving the way to tight controls now being formulated. You can 
expect more coordination and consistency in the whole economic control set-up as 
soon as lines of authority are clearly established—by Mr. Wilson. 


TAX BITES @ That lame-duck session of Congress did itself proud by rushing through 
that new tax bill which taps corporations for 77 percent of their excess profits and 
hikes corporate income tax rates from 45 to 47 percent, the combined levy not to 
exceed 62 percent of any company’s income. Nevertheless, unless the international 
situation takes a decided turn for improvement you can look for another “‘operation”’ 
later this year. 


PRICE CONTROLS e@ The race between wage boosts and price rises is apt to end in a 
dead heat if the price freeze pegs them back into last-quarter-1950 averages. 
Arbitrary price levels will be set on all basic raw materials. 


CONSTRUCTION LIDS @ Cut of intensive studies of defense needs vs. civilian require- 
ments emerges the realization that housing and commercial construction will have 
to be trimmed down more than was originally anticipated. Essential industrial ex- 
pansion for 1951 is piling up totals that already have passed the $23 billion 
mark, with no slackening in sight. Home builders who are rushing things to get 
under the wire with as many “starts” as possible may find themselves with a lot 
of foundations in the ground but nothing to put on them. Licensing of all construc- 
tion projects may be in the offing. 


LAY-OFFS and MANPOWER e Defense contracts are coming through faster, with 
many sub-contracts ready to let, as prime contractors get the green light. Lay-offs 
temporarily will cause hardships while conversion is effected but across the board 
a serious manpower shortage is in the making. Manufacturers and distributors alike 
will need to plan for operating with shorter staffs as armed services get tougher 
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on exemptions. You should plan for rapid training of new help—it’s later than 
you think. 


DEFENSE AT CABINET LEVEL e@ Jeaders of this column were not surprised when 
President Truman announced the appointment of Charles E. Wilson of General 
Electric Company to the newly created at-Cabinet-level post of Director of Defense 
Mobilization. 

It is rumored that the politically appointed members of the cabinet did not like 
the idea of having a rank outsider draw equal rank with them by a strictly “on 
merit’’ appointment, even though it was necessitated by a National Emergency. 
So now most of them have been put on the newly created at-Cabinet-level Defense 
Mobilization Board of which, not the President, but the rank outsider, Charles E. 
Wilson is the chairman, and for that an orchid to Mr. Truman. 

It just about settles the question as to who is in the driver's seat in so far as all 
defense mobilization activities are concerned. Also, it double checks what we said 
August 3rd about top BRAss out of the electrical industry drawing top appoint- 
ments on the then still)in-embryo war production organization, as well as confirms 
our October prediction that before many moons have passed all control activities 
would be established as a separate agency. 


DEFENSE CONTRACTS e Industries that are “rarin’ to go” deplore the fact that the 
armed services have been slow to get rolling with letting defense contracts. Some 
practical reasons have caused excusable delays but there has been much “backing 
and filling” where unjustified. Speeding up will come shortly, now that the whole 
mobilization program has a head and the authority to get action. 


INVENTORIES @ Much divergence of opinion exists in different departments of N.P.A. 
about how inventory controls should be established, how equitable levels should be 
determined, how inventories should be policed, if at all. Conflict arises between 
bureaucratic thinking which measures plans by the number of new workers it will 


take, and business thinking, which wants simplicity, fairness and the minimum of 
paper work. 

Pressure from interested business groups can tip the scales in favor of the latter. 
If business does not show enough interest to take a firm stand, the bureaucrats 
will win. 


TELEVISION e Nearly 7,500,000 television receivers and 14,000,000 radio sets were 
manufactured in 1950 and approximately 10,000,000 homes or 40,000,000 Ameri- 
cans now receive television programs while all but a small percentage of our 150,- 
000,000 population accept radio as part of their way of life. But from now on pro 
duction of all radio and television equipment will be reduced drastically, to release 
materials and men for defense production. 


IN OR OUT OF ASIA e Chief U.S. Delegate to the United Nations, Warren R. Austin 
told the World in a December 2nd speech that the United States “will not abandon 
Asia to tyranny.” And Mr. Truman has declared that he will not fire Acheson. 
Why don’t we pull all the rest of our forces out of continental Asia and formosa 
and then send those two gentlemen over to Peiping—as resident counsellors and 
“concrete” proof that we have not abandoned the continent. 


LET’S PROVE THAT STALIN WAS RIGHT e The current issue of TIME reminds us 
that 25 years ago when Joe Stalin was just “a rising young politician who counted 
himself as an expert on Capitalism” he made the following statement : 

“American efficiency is that indomitable spirit which neither knows nor will be 
deterred by any obstacle—which plugs away with businesslike perseverance until 
every impediment has been removed-—-that simply must go through with the job 
once it has been tackled.” 

Let every man, woman and child in these United States of America knuckle down 
to the gigantic task of helping our country in proving to Mr. Stalin that in this one 
instance he was absolutely right. Wr MUST Nor FAIL. 


(Washington, D. C—January 5, 1951) 
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6 IMPORTANT FEATURES! 


Path of grounding circuit through plug sleeve and 
receptacle housing. 


Complete terminal units in both réceptacle and plug are 
removed for wiring by loosening 2 screws on either 
side of receptacle or plug housing. 


Circuit wires may be installed easily to solderless terminals. 


Phosphor Bronze springs in plug and receptacle insure 
grounding before poles complete circuit. (In Style 
grounding pole is made longer so that grounding cir- 
cuit is made first, broken last.) 


Gasket on clamping nut assures vaportight seal between 
plug and receptacle. 


Concealed cord clamp with rubber bushing grips cable 
securely, making plug vaportight. Smooth, easy-to- 
handle aluminum cap covers complete clamping unit, 


CONDUIT FITTINGS « LIGHTING EQUIPMENT + OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITES 


APPLETON 


Circuit Breaking 


30, 60 OR 100 AMPERE CAPACITIES * 250 V. D. C., 600 V. A. C. 


Durability... ease of wiring ... complete safety! 
You get all three with Appleton Circuit Break- 
ing Plugs and Receptacles! 

Cadmium-plated Malleable Iron Junction 
boxes and highest quality die cast aluminum 
housings on both plugs and receptacles guard 
this equipment against the hard knocks of severe 
service conditions. Complete terminal units 
equipped with solderless connectors in both 
plugs and receptacles assure fast, easy wiring. 

Receptacle housings are available in four styles 
— Dust-proof lift-cover, threaded with cap, or 
threaded without cap,and plain. Plugs available 
with or without clamping ring. 

This equipment can be used for reversed serv- 
ice by installing terminal units in opposite 
housings. 


Appleton Plugs and Receptacles are made in two styles: Style 1 
(as illustrated) is designed for use in installations where cor- 
rosion is not excessive and where the plug sleeve and the 
receptacle housing may serve as a safety circuit 

Style 2 grounding is made through extra pole in Plug and 
Receptacle. This style is recommended where excessive cor- 
rosion exists. Grounding pole is made longer so that ground- 
ing contact is made first and broken last. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue ¢ Chicago 13, Illinois 


Branch Offices: NEW YORK, 50 Church St. « DETROIT, 3049 &. Grand Bivd. « CLEVELAND, 

1 836 Euclid Avenve * SAN FRANCISCO, 655 Minne St. © ST. LOUIS, 227 Frisco Bidg 

LOS ANGELES, 100 N. Sonta Fe Ave. * ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM 

429 Brown-Marx Bidg. © MINNEAPOLIS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer 

Bidg. * BALTIMORE, 100 E. Pleasant St. * BOSTON, 10 High Street * DENVER, 192! Bloke 

Street * PHILADELPHIA, 1017 Cherry St. * CINCINNATI, 626 Broadwoy * HOUSTON 
738 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 


Resident Representatives : Binghamton, Dolias, indianapolis, Kansas City, Oriendo, 
Milwovkee, New Orleans, Seattle, Portiond, Ore. 


Export Representatives: 
International Standord Electric Corp., 67 Brood St., New York 4,N. Y, 








they’re O.K. 
if they’re O.Z. 


ee ee ee ee ee i OE ee ee ae | 


TWO-WAY, LUG OR TEE..= 


SET PERMANENT CONNE 


WITH ALL THREE... 


Whenever you're tapping, butting, terminating, put in 02 solderless connectors—then you're 
sure of permanent connections . . . always. There’s a solderless connector in O. Z.'s complete line 
of thirty different types that will assure you fast, easy installation—as well as positive, strong 
connections—on any wire in any of the wide range of sizes used in building installations. Here 
are a few of the features that make O. Z. solderless connectors outstanding: 


TWO-WAY 
TYPE XW 


Tin-plated spring steel lock washers that hold their resiliency, maintain pressure—permanently. 
Serrated pressure plates that give maximum bite for positive grip. 

Highly conductive copper alloy body that is acid dipped to assure low resistance contact. 
Extra strong copper alloy bolts and hinged parts that guarantee strong contacts, give lasting 
mechanical strength. 

Simplicity of one-piece construction for speed of assembly—no parts to lose. 


Ask nothing less than permanency of the connectors you use! Ask your distributor for O. Z. 
solderless connectors. He can supply an O. Z. connector for every type of application. He also 
carries a full line of O. Z. Insulated Bushings, End Fittings, and Split Couplingsequdily 
unmatched for performance ! 


All types of O. Z. solderless 
connectors are satisfactory 
for aluminum building wire 
if ordered with the special 
Cadux plating. CONDUIT FITTINGS 


SOLDERLESS CONNECTORS ELECTRICAL 
CABLE TERMINATORS MAN UFACTURING 


CAST IRON BOXES 
POWER CONNECTORS * ca COMPANY 


GROUNDING DEVICES 


£\Retenetarne-entean sae ete s mur neneernenaNrruntinint At TAY il nae mene. Wie netine ONO eels baaener rect mene 


262 BOND STREET - BROOKLYN 2,N. Y. 
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Ww DU AL- RAI ed 


ee 


This ONE WIRE will cover your 
RH and RW WIRE 
requirements 


WHERE IT’S HOT— 
““Dual-Rated” is 
Underwriters’ Lab- 
oratories approved 
as Type RH at 75°C., 
dry locations...or 
WHERE IT’S WET— 
““Dual-Rated” is 
Underwriters’ Lab- 
oratories approved 
as Type RW at 60°C., 
moist locations. 








CONDUIT & CABLE CO., INC. 


BRUNSW 
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Now! Underwriters’ Approval 
on Flexible Powerduct Cable 


POWERDUCT CABLE 


CABLE GRIP 


CONNECTOR 


Get the details today on ANACONDA Powerduct Cable—the cable that’s 

engineered specifically for these modern power distribution systems. 

Ask your nearest Anaconda Sales Office. Anaconda Wire & Cable Company, f 
25 Broadway, New York 4, New York. ook Ai 


60329 
? 
7 y 


The right cable for the job ANACONDA [UGE 


and be 


WIRE AND CABLE prepared! 
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1951—Year of Conversion 


Despite the fact that already all important indicators of our 
country’s economy ride at record levels, we are entering 
1951 with yearnings for More copper, brass, steel, rubbe 
cobalt and oil: more production of planes, tanks, guns, bombs 
ammunition, submarines and carriers, more trained teclimicians 
more manpower, MORE OF ALMOST EVERYTHING that does or can 
contribute to speeding up our Defense Production Program, 
and—it looks to us as if we will be yearning the same way 
and for the same thing right through the year and until 1952 

Why? Because even if our whole employable working force 
and our whole productive capacity could be converted at the 
stroke of midnight December 31st, 1950 solely to defense pro 
duction, a year later those high in authority would still be 
yearning for more of everything, raw materials, productior 
more of everything 

To the electrical wholesale distributors the year ot yearn 
ings, 1951 holds a challenge such as the industry never before 
hes had to meet 

True that certain conditions will not be dissimilar to those 
that have existed practically ever since World War IT ended 
namely, that he will be able to sell all the goods that he car 
get, BUT he will have to follow a different set of ground rules 

Government controls over raw materials, products, markets, 
prices, have been or are being established just as fast as suit 
able codes of procedure, report forms, offices, personnel, can 
be established 
what the ground rules are it will be the 
wholesalers job to see that the goods which are entrusted will 
go where there end use will contribute directly or indirectly 


Once he knows 


to the defense effort. The more religiously a wholesaler and 
his staff observe the ground rules, the more quickly will goods 
flow through his warehouse and the greater will be his con 
tribution to the defense effort 

No one knows how long the state of National Emergency 
declared by the President, may last but, all of us do or should 
know that the situation demands all-out support from every 
body 

We are confident that no one of the wholesale distribution 
branch of the electrical industry will be found wanting 


* 


Television Miracle 


The Radio-Television Manufacturers Association reports 
that production of television sets during the first 11 months of 
1950 sky-rocketed to the almost unbelievable total of 6,529 
615 sets, more than 2% times the number sold in 1949 and 
just 5 years ago, 1946, only 6,500 sets were sold 

When the electronics industry miraculously can boost its 
production of so complicated a device as a television set 1,000 
fold in 5 years, we can be confident that it will not fail in per 
forming similar miracles of production for our defense effort, 
and—surely the television market is not going to shrink while 
we strengthen our bulwarks of human freedom. 
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Charles E. Wilson 


Appointment of Charles E. Wilson, president of Genera! 
Electric Company to the post of supreme commander of our 
war production and mobilization effort has provided a silver 
lining to the clouds that overhang our domestic as well as the 
international situation 

It was basically the American genius for production that 
tipped the scales in favor of the allies in World War I. It 
was overwhelmingly the same talent for production that helped 
te carry us to victory in World War Il—after a series of 
crushing defeats on both, the European as well as the Pacific 
front. Since uncontrollable factors plus much past and present 
bungling in administrative quarters once more have carried us 
to the brink of an international crisis, we again shall have to 
lean heavily on our genius for industrial production and 
Charles E. Wilson is a production genius 

4 man whom necessity forced to abandon his formal 
education at the age of twelve years to earn a living, whon 
personal effort, enterprise and tireless energy carried to the 
highest pinnacle of success in industry, the presidency of one 
of America and the world’s largest industrial empires, the 
General Electric Company, would on that record alone qualify 
for the highest post in the production and mobilization effort 
of his country. 

Add to that the fact that he served his country during the 
most critical period of World War II as Executive Vice 
Chairman of the War Production Board and piloted aircraft, 
munitions and shipbuilding production to those never before 
even dreamed of heights which made possible the ultimate vic- 
tory on all fronts,—and you have the reason why Charles E 
Wilson of G.E. qualifies so completely for guiding the gigan- 
tic effort at performing literally those miracles in production 


that must be performed if we are to be successful in stemming 
any tide of aggression 
We shall be eternally thankft 


for the patriotism and per 
sonal courage that inspired Mr. Wilson to accept the tre 
mendous task that lies ahead, at a time when he had every 
right to expect an easing of labor and responsibilities 

The products distribution branch of the electrical industry 
the entire electrical industry and American industry as a whol 
can do no less than to back up Mr. Wilson to the utmost, un 
qualifiedly and at any cost 

Only by so doing can we earn the right to hope that, in the 
words of Abraham Lincoln, “government of the people, by the 
people, for the people shall not perish from this earth 


EDITOR 





PYLE-NATIONAL INDUSTRIAL LIGHTING FIXTURES 


forse 


IN HAZARDOUS LOCATIONS 


EXPLOSION-PROOF 


PYLE-NATIONAL LE SERIES (Class |, Groups C and D) 


For use in locations where highly flammable ma- 
terials are manufactured or handled. 
Rugged, flame-tight cast aluminum alloy hous- 

ings render internal explosions harmless, and 

insure safe operating temperatures. Threaded 

construction permits easy access to interior for 

wiring and lamp replacement. Available in many _ PYLE-NATIONAL DE SERIES: (Class I, Group E, F, G and Class II!) 

types and sizes. 
For use in locations where flammable dusts are 
present in quantity. 


Strong, one-piece cast aluminum alloy housings 
FLEXIBLE SUPPORTS : are designed to exclude dust from the interior 
to avoid accumulation of dust on the exte- 
PYLE-NATIONAL FO SERIES: (Class |, Group D; vo af woe 1 os ? d si 
Closs It, Groups E, F ond G and Closs Ill) rior surface. Available in many types and sizes. 


Pyle-O-Flex supports are for use with 
: died Pyle-National also manufactures a complete 


line of explosion-proof and dust-tight supporting 
PYLETS for lighting fixture mounting, in addition 
to an extensive line of the most commonly used 
explosions and provides a good electri- , types of conduit fittings, switches and circuit 
cal joint without bonded jumpers. breakers for hazardous locations. Consult the 
new PYLET Catalog 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


pendant type, explosion-proof and dust- 
tight lighting fixtures to comply with NEC 
which limits rigid stems to 12” in length. 


Pyle-O-Flex is made to resist internal 


District Offices and Representatives in Principal Cities of the United States 
Export Department: International Railways Supply Co., 30 Church St., New York. Conadian Agent: The Holden Co., iid., Montreal 
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< 
Eleetrical Wholesale 
Distribution 
For the Month of October 1950 








For the month of October sales of electrical 
goods wholesalers, all classes combined, mereased 
slightly (one percent) over the previous month but 
registered a substantial gain of 43 percent over October, 
1949 

By class of house, compared with the previous month 
October sales of full-line wholesalers showed no change; 
sales of wiring supplies and construction materials dis 
tributors were up 6 percent while sales of appliances 


and specialties wholesalers increased 3 percent 





Compared with the same month one year ago, sales 
of full-line wholesalers were up 40 percent; wiring 
supplies and construction materials distributors up 45 
percent; appliances and specialties wholesalers up 53 
percent 

Cumulative sales of electrical goods wholesalers fo 
the first ten months of 1950 were 25 percent higher than 


in the same period a year ago 


rhe inventories (valued at cost) of 
electrical goods wholesalers at the end of October were 
10 percent higher than the previous month’s stock level 
and were valued at 12 
October, 1949 


Compared with the previous month inventories were 
| | 


percent above the supply on hand 


up 10 percent for full-line wholesalers; up 5 percent 


1939 for wiring supplies and construction materials distrib 

AVERAGE utors; up 10 percent for appliances and specialties 
=i wholesalers 

MONTHLY Lola © Compared with the same month one year ago inven 


SALES tories in October, 1950, were up 10, 19 and 25 percent 
- for full-line wholesalers, wiring supplies and construc 








tion materials distributors and appliances and specialties 
wholesalers respectively. 

At the current rate of sales electrical goods whole 
salers had sufficient stock on hand at the end of October 





for approximately 32 days of business—an increase of 


)- Se cee, eee ieee 
about 3 days’ supply over the previous month 


The position of these monthly index indicators is determined Department of Commerce. The National and Regional analyses 
by tabulation of hundreds of reports from an identical group which follow include the reports from a much larger but 
of wholesale distributors, located throughout the U. S. who less regularly reporting group, and the percentages arrived at 
furnish reports regularly. The figures are compiled ior Etre lo not always check exactly with the index position 

RICAL WHOLESALING by the Bureau of the Census of the U. S >The 
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New! 


Ne! 


Wen! 


A LAMP BULB THAT 
CUTS REFLECTED GLARE 
AND SOFTENS SHADOWS 


A LAMP THAT BEAUTIFIES 
CEILING FIXTURES .. . 
GIVES SOFTER LIGHT 


FLUORESCENT LAMPS 
THAT SHOW COLORS 
AS THEY REALLY ARE 


Photo at left above shows comparison between new G-E 100-watt “White”’ 
lamp (left) and ordinary 100-watt lamp (right). Special inside “Q” coating 
makes the “White” lamp bright all over! Result: less glare from glossy sur- 
faces and softer shadows. Pencil-test photos show how new bulb softens 
shadows. Photo A is with ordinary bulb; B is with new “White” bulb. 
Picture at right above shows difference in appearance when unlighted 


The new 50-GA lamp is specially designed for ceiling fixtures . . . has an 
attractive new shape that throws indirect light ceilingward, diffuses light 
down throug’ built-in “filter”. It dresses up overhead fixtures in living 
room, dining r20m, bedrooms, and halls. Gives a soft, charming effect. 
Customers are already going for it in a big way —and its future is tremendous. 


These two new G-E fluorescent lamps bring out, for the first time under 
fluorescent light, the full beauty of a// colors! Secret is a revolutionary 
—— Complexions glow with new loveliness, foods look more tempt- 

abrics take on new richness. These two new lamps — DeLuxe Cool 
White for cool effect, DeLuxe Warm White for warm effect — broaden the 
market for G-E fluorescent lamps wherever color is important. 
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fter, gl duced. The R-40 3-lite bulb (50-100-150-watts) is d 

GIVES BETTER LIGHT, in new cable lamps with wide — like the one above. Special adapters 
i 1 " y indirect lighti 

STAYS BRIGHT oe — convert old lamps. It opens the way to indirect lighting at 


Bec fi ial sh d inside “Q” ing, th R-40 3-1 
EW A S-LIVE LAMP TAT Degrassi craciel tng oe Seale “coming, in ses 2-40 $tin 
oe 


4 new General Electric 
lamps throw a NEW light 
on your 51 sales! 


je. ELECTRIC lamp bulbs fluorescent lamps, new 50-GA lamps, 
have always been a good item for and new 3-lite lamps have been adver- 
wholesalers. This year they promise to tised consistently since being introduced. 


be better than ever! And now, the rapidly 





growing customer > 
This year, all four of the new G-E demand for these new AG 
lamps shown on this page will begin to lamps will mean a big 


hit their full stride. General Electric’s pay off at the cash LAMPS 


new “White” lamps, new “full color” register during 1951! 











GENERAL @@ ELECTRIC 
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REGIONAL ANALYSIS 


BR REGIONS and with all class houses cor 

bined sales for October she wed only slight hange s 
| month were shown in the 

Middle Atlantic, East North Central and West North 


Central areas while all other regions reported decreases 
1] 


from the previous Increases 


Compared with the same month one vear ago, a 


regions reported large increases in sales—ranging from 
33 to 53 per cent 
Cumulative figures of 


months of 1950, compared with the same period a year 


sales volume tor the 


ago showed all regions reporting increases The New 


England region is 36 percent ahead of last while 
the West North ¢ entral reports a gain « 

Inventories compared with the prev 
creased in all regions approximating the national aver 


of up 10 percent 


OCTOBER, 1950 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 








SALES INVENTORIES 
October 1950 October 1950 
Compared in %/, with Trading Compared in %, with 
Sept. Oct. Region Sept. Oct. 
1950 1949 (SeeMap) 1950 
—| +48 +10 
+47 + 6 
453 +9 
433 
446 
+40 
433 
435 
434 





COON UA WH — 








STATES COMPRISING GEOGRAPHIC DIVISIONS: RI 
GION 1—Maine, N. Hamp., Vt., Mass., R. I., Conn.: 
X_N. Y., N. J., Pem REGION 3 hio, Ind., Ill., Mich., Wi 


REGION 4-—Minr N. Dak. S 


42 


REGION 


REGION 5—Del., Md., D. of C., Va., W. Va., N. C., S. C., Ga 
Fla.; REGION 6—Ky., Tenn., Ala., Miss.; REGION 7—Ark 
La., Okla., Tex REGION 8—Mont., Idaho, Wyo., Colo 
\ Me» Ari Utah, Nev REGION § Wast Ore Calif 
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why there can be 


NO OTHER ANSWER IN 
SAFETY SWITCH SELECTION 


Engineering research authenticated by outstanding au- 
thorities has conclusively established ‘internal heating”’ 
to be the principal cause of safety switch failures. This 
“internal heating”’ literally bakes the life right out of 
safety switch parts, causing insulating materials to dis- 
integrate and metal parts to distort and corrode. The 
safety switch then either becomes inoperative or it 
“burns up” through inability to carry the load. 

In properly constructed safety switches, fuses are al- 
most entirely responsible for this destructive “internal 
heating.”” This is not a criticism of fuses for any fuse 
operating up to its rated load must be near its melting 
point if it is to perform properly when an overload 
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occurs. And any metal operating near its melting point 
must be hot . . . and fuse links are hot . . . with tempera- 
tures running as high as 700 degrees Fahrenheit. 

Since you cannot vent trapped heated air through a 
safety switch enclosure and still keep a safety switch 
safe, the only escape from the ravages of ‘internal heat- 
ing’’ must come through the selection of materials for 
the internal safety switch structure and the design of 
that structure to withstand successfully the unavoidable 
heat conditions met in safety switch service. 

Cutler-Hammer Safety Switches were completely rede- 
signed in this way ten years ago to beat “internal heating”’ 
when engineering research clearly indicated the need for 
such safety switches. Nine years of experience shows the 
Cutler-Hammer claim of better safety switch perform- 
ance far more than a mere promise; it is a proven fact 
that demonstrates why there can be no other answer in 
safety switch selection. CUTLER-HAMMER, Inc., 
1327 St. Paul Ave., Milwaukee 1, Wisconsin. 


LER-“-HAMMER 





RESEARCH 


EVERY RAW MATERIAL received at Hazard's plant 
must first pass rigid laboratory tests before release 
to production. 


EVERY COMPLETED WIRE OR CABLE before shipment 
must stand up under an electrical precsure test far in 
excess of what would be expected in normal service. 


AND 


TESTING... 


EVERY STEP IN MANUFACTURE is carefully controlled 
by sensitive gauges and instruments that assure prod- 
uct uniformity. 


EVERY PHASE OF CABLE RESEARCH is carried on 
year in and year out by highly trained and ex- 
peri d technici in Hazard’s modem re- 
search laboratories. 





backbone of HAZ. ARD wire and cable performance 


You're always sure of long, trouble-free, economical serv- 
ice with Hazard wires and cables for two very sound 
reasons. 

First, Hazard research. Year after year, an extensive 
program of laboratory and field research is carried on to 
develop ever better cable designs. Close coordination and 
exchange of information is carried on with the Okonite 
research program as well. When you select a Hazard wire 
or cable, you know you're getting the most modern in 
proved cable design and materials. 

Second, Hazard testing. A cable can be no better than 
the quality of the materials used in its manufacture. Care- 
ful, thorough testing of all raw materials is routine. Manu- 


facturing processes are carefully controlled and checked 
to high standards of uniformity. Finally the finished wire 
or cable itself is thoroughly tested and must meet rigid 
standards that protect Hazard’s reputation. 

This solid foundation on which Hazard quality is built 
explains why such outstanding records of performance 
are turned in by Hazard wires and cables in actual service. 
For example, in all the millions of feet of Hazasheath un- 
derground cable that have been installed since it was 
introduced not a single failure due to inherent defects 
in the insulation or sheath has been reported. That's 
performance. Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, Pa, 
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Wholesalers Meet With NPA 
To Discuss Supply Problems 


Apparatus and supply, and appliance advisory committees discuss 


with National Production Authority officials present and future 


actions affecting electrical goods production and distribution 


W ASHINGTON, D. C.—Two ad- 
visory committees representing the 
electrical wholesale distributing industry 
met on December 18th and 20th respec- 
tively with officials of the National Pro 
duction Authority to discuss present and 
anticipated NPA actions affecting the 
production and distribution of electrical 
goods 

Serving on the apparatus and supplies 
committee and representing wholesalers 
irom all over the country were: L. E. 
Barrett, Barrett Electric Supply Co., St 
Louis, Mo.; M. P. Nickerson, Westing- 
house Electric Supply Co., New York; 
F. G. Goss, Electric Supplies Distributing 
Co., San Diego, Calif.; George Hessler, 
Graybar Electric Co., New York; J. P. 
Hamblen, Southern Electric Supply Co., 
Houston, Texas; Jack Tucker, U. S 
Electric Supply Co., New York; O. T 
Shropshire, General Electric Supply Co., 
sridgeport, Conn.; L. E. Salmon, Tenn. 
Valley Electric Supply Co., Memphis, 
lenn.; Dale Scarborough, Sears Roebuck 
and Co., Chicago, Ill.; R. A. Stott, Tri 
State Electrical Supply Co., Hagerstown, 
Md.; C. McKew Parr, Parr Electric Co., 
Newark, N. J.; R. M. Johannesen, Johan 
nesen Electric Supply Co., Greensboro, 
N. C.; William Jeffirs, West Michigan 
Electric Supply Co., Benton Harbor, 
Mich 


Notes Unbalanced Inventories 


Concerned with the distribution of elec- 
trical wire and cable, conduit, switches, 
control boxes, fuses and other industrial 
and residential electrical wiring materials, 
this advisory committee pointed out that 
present supplies of these materials are 


below normal levels and that most in- 
ventories are out of balance. Although 
some items are in fairly good supply, 
others are less plentiful, and quite a few 
not available. This does not permit full 
utilization of materials, the wholesalers 
said, since most wiring and repair jobs 
require delivery of proportionate amounts 
of the various items at the same time. 

The advisory committee recommended 
that the NPA act promptly to prohibit 
the vse of critical materials such as cop- 
per, and steel in non-essential end-prod 
ucts. Such action is neccessary, the whole 
salers said, to insure that supplies of 
these critical materials are available for 
the defense program and for important 
civilian uses. 

NPA officials said such action on cop 
per is being developed now. They pointed 
out there have already been meetings 
with industry advisory committees of af- 
fected industries to discuss provisions of 
such orders 


Committee Recommends 


[he advisory committee recommended 
that NPA consider the following points 
in preparing actions: (1) Permission, to 
switch inventories between distributors 
to prevent unbalanced supplies; (2) Pro 
vide quick action to procure electrical 
apparatus and supplies to meet local or 
national emergencies resulting from 
floods, hurricanes, and other such situa- 
tions; (3) Manufacturers’ standardization 
of products to conserve materials, and 
(4) Provide additional time in inventory 
regulations to cover shipments of mate- 
rials to the Gulf area and the West Coast 

The NPA appointed a task group from 
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the advisory committee to meet with the 
agency soon in order to give further con- 
sideration to the committee’s recommend 
ations. 

Another advisory committee made up 
of radio, television and appliance whole- 
salers also met with the NPA. The com 
mittee’s task group, headed by James H. 
Simon of the Simon Distributing Corp. 
of Washington, D. C., recommended that 
the government ban the production of 
color television during the emergency. It 
was made clear, however, that research 
in color television should be allowed to 
go on unmolested 

Mr. Simon that the 
simply sought assurance that color sets 
will not be made since they require ap- 
proximately five times the amount of 
critical materials as found in black and 
white sets 


said resolution 


Task Group in Action 


The task group first met at the Palmer 
House in Chicago on January 9 to in- 
vestigate the following problems: (1) 
Equitable distribution of scarce appliances 
by wholesale dealers; (2) Protection of 
the interests of dealers in the case of 
possible future freeze orders such as 
were issued during the last war; (3) A 
plan for furnishing appliances to disaster 
areas 

Members of the radio, television and 
appliance advisory committee included: 
Herbert Horn, Herbert H. Horn, Inc., 
Los Angeles, Calif.; K. G. Gillespie, Jen 
kins, Wholesale Div., Kansas City, Mo.; 
Harry Alter, The Harry Alter Co., Inc., 
Chicago, Ill.; Joe Straus, Straus-Frank 
Co., San Antonio, Texas; A. K. Sutton, 
A. K. Sutton, Inc., Charlotte, N. C 
Adolph Ullman, Northeastern Distribu 
tors, Inc., Boston, Mass.; R. J. Brown, 
General Electric Supply Corp., Bridge- 
port, Conn.; John Urban, Westinghouse 
Electric Supply Co., New York; Ben- 
jamin Gross, Gross Distributors, Inc., 
New York; W. G. Peirce, Jr., Peirce- 
Phelps, Inc., Philadelphia, Pa.; D. W. 
Burke, Radio Distributing Co., Detroit, 
Mich.; J. H. Simon, Simon Distributing 
Co., Washington, D. C. 





FOR 
CONVENIENCE 


at two foot intervals with 
such data as type, size, 
uumber of conductors, 
” and rated voltage, Bronco 
60 can be immediately 
identified without hunting 
for lost tags or trying to 
decipher effaced labels. 


Jough— YET EASY TO HANDLE! 


QUALITIES WHICH MAKE FASY TO SELL 


Users want portable cords and cables with jackets PACKAGED FOR CONVENIENCE 
as tough as they come. That’s why Western Insulated 
Wire Co. sheathes Lronco 60 with oil-resistant 
flame-resistant, acid-resistant Neoprene jackets. packed in clearly- -labe le d, corrugate ad 
Users also want a cord or cable that’s convenient to " cardboard cartons. This makes for 
use. That’s why Western brands Bronco 60. That's neater, more efficient storage; there’s 
why Western makes Bronco 60... less chance for error in filling orders; 


FLEXIBLE FOR CONVENIENT HANDLING Sek ey Ss ee: 


ag Coils of Bronco 60 are individually 


Impressed into the Bronco 60 jacket at two foot intervals before 
Bronco 60 is exceptionally flexible vulcanization are: the trademark “Bronco 60,” the type and size of 
for the same reason a cowboy’s — pre 
lasso is flexible. The individual carrying capacity, and 
“P116BM”—flameproof 
registration number of 
relation to each other. the U. S. and Pennsyl- 

vania Bureaus of Mines. 


strands are free to move slightly in 


SOLD NATIONALLY BY WHOLESALE 
ELECTRICAL DISTRIBUTORS 


acdiwred 
WESTERN INSULATED WIRE CO. 


2425 East 30th St., Los Angeles 58, Calif 
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Chas. E. Wilson Named To 


Head Defense Mobilization 


For the second time in his career, Mr. Wilson resigns 


as president of the General Electric Co. to assume 


important government post at request of a President 


W ASHINGTON, D. ¢ For the 
second time taking a government 
post at the 


request of a President in war 


time, Charles E. Wilson, president of the 


General Electric Co., recently accepted 


the post of director of the Office of De 
fense Mobilization 


Wilson 
during 


In accepting the position, Mr 
resigned from G.E. as he did 
World War II 
by President 
of WPB 


tive vice 


when was appointed 


Roosevelt as vice-chairmat 


Ralph J. Cordiner, G.E. execu 


president, has replaced him as 


the corporation's head 


Mr. Wilson’s authority will be second 


mly to that of President Truman, t 
| he is directly A tre 


responsible 


us task faces the 64-year-old exec 


his job to 


prime the 


country’s industry to a level where it can 


become the backbon % the nation’s 


sweeping defense program 


1 
\t this writing, the organization of 
the new production agency was still una 
National 


William H 


nounced. However, the Produc 


tion Authority under Harri 


1s expected to become a 


rhe National roduction 


part 


Author: 


ow in the Commerce Department for ot 


ganization purposes. Similiar units in the 


oncerned 


and allocation of food 


Agriculture Department 
with the 


stuffs and agricultural machinery will also 


now 


control 


transferred to the central agency 


Likely to join the central agency will be 


the defense administrations dealing with 


fuel, power, petroleum and metals 
1] 


wing the pattern of the Office of 
rice Administration of World War I] 
e Econom Agency, head 


1 


Valentine, will 


Stabilization 
by Alan remain as a 
eparate agency 


Mr. Wilsor 


peci ide: 


task 


regarding defense produc 


approaches his with 


on. He believes that lense spending 


1952 would reach a level of $4 
in the 


illion. At a recent speech before 


billion 


ut decline following year to about 


National Press Club, he declared that 


the figures he cited were based upon esti 


mates of his company 1 experts. He 


added that it can be assumed that ther: 


would be some increase in the work-week 


and estimated that power requirements 


would be boosted to supply a war-time 
evel of industrial activity 


Wilsor 


there will be sui 


Regarding electric power, Mr 


the opinion that 
needs with 


be no 


wer to meet present 


reserve margin. There will 


shortage, he said, unless one or 


hese steps are taken: (1) li 


ar production projects are placed 


will not be available t 


if present manutacturing ta 


utility power supply equipment 


ire diverted to other purposes; (3) If 


materials necessary to producing equip 


ment are not made available as a vital 


part of over-all defense program sched 
ules 

Born in New York City on 
1886, Mr. Wilson left school 


12 years old and 


Nov. 18 

when he was 

vork as an of 
Electric ( 


went to 
the Sprague 
rm was one organizations 


nally made uy e General Elec 


othce boy 


Mr. Wilson 


through various department 


idvanced fron 
until in 1939 


president of 


he was elected the fourth 
General Electric. After his resignation in 
1944 from the WPB he was 1 


president and director of 


again el 


NEW YORK 


exccutlive vice 


Ralp J 
president was 
elected president of the General 


Charles E. Wils 
Washington to assun 


Lo su 


1 


eit for 


ceeding 


(Continued on page 





MEMBERS of the planning committee and board of governors 


Stern & Co.; R. A. Stott and A. M. Reeder, Tristate Electrical 


of the National Association of Electrical Distributors journeyed 
to the McGraw-Hill building in New York recently to listen 


Supply Co.; H. R. Tracy, Tracy & Co.; A. K. Sutton, A. K. 
Sutton, Inc.; C. G. Pyle, A. Pfaltz, P. M. Pritchard—all of 
to what McGraw-Hill editors had to say about the records of NAED staff. McGraw-Hill editors present included: E. Tan- 
various industries in 1950 as well as their prospects for 1951. german, American Machinist; K. Kramer, Business Week; 
NAED distributor and staff members present at the meeting, W. T. Stuart, Electrical Construction and Maintenance; R. 
which is annually sponsored by Evectrica WHOLESALING, in- Warren, Chemical Engineering; F. Black, Electrical World; 
cluded: Herbert Metz, Graybar Electric Co.; R. J. Brown, W. G. Bowman, Engineering News-Record; F. K. Lawler, Food 
G. E. Supply; C. E. Mason, Novelty Electric Co.; C. McK. Industries; W. M. Newell, Textile World; L. Wray, Electrical 
Parr, Parr Electric Co.; C. A. D’Elia and W. C. Lannon, D’Elia Merchandising ; D. G. Fink, Electronics; E. Just, Engineering & 
Electric Co.; E. B. Ingraham, Times Appliance Co.; J. F. Vining Journal ; D. Keezer, Dept. of Economics; O. Fred. Rost, 
Myers, Wesco; R. Rosen, Raymond Rosen & Co.; F. E. Stern, A. W. Hooper, G. Ganzenmuller—of Evectrica, WHOLESALING 
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CERTIFIED 
BALLASTS 


.. gre built fo 
outlast the 
LIGHTING FIXTURE 


For long, trouble-free, satisfactory fluorescent lighting —insist on CERTIFIED 
BALLASTS, the ballasts that usually outlast the lighting fixtures! 


CERTIFIED BALLASTS assure not only long, satisfactory ballast life, but rated 
light output and full lamp life, too. CERTIFIED BALLASTS are quiet in operation. 


They’re your best bet for peak performance and highest operating economies. 


CERTIFIED BALLASTS are made to exacting specifications, then tested and 


checked by Electrical Testing Laboratories, Inc. 


Insist on CERTIFIED BALLASTS — and be safe! 





@ Complete information on the types of 
CERTIFIED BALLASTS available from each 
participating manufacturer may be obtained 
from Electrical Testing Laboratories, Inc., East 
End Avenue at 79th Street, New York, N. Y. 





Participation in the CERTIFIED 
BALLAST program is open to any 








manufacturer who complies with 





the requirements of CERTIFIED 
BALLAST MANUFACTURERS. 








y 


| 
( ERTIFIED BALLAST MANUFACTURERS 


J 





Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, QHIO 
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ELECTRICAL WHOLESALING Presents 


YOUR 
1951 SALES MEETING 
IN PRINT 








Part J. An appraisal of basic economic factors, social, domestic and 


international influences on 1951 markets. 


Part il: Selling the 1951 market as you find it. 
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Highlights of 
RESIDENTIAL 
CONSTRUCTION 
Residential construction during the 
first nine months of 1950 alone bet- 
tered 1949's record of 
1,019,000 homes started. But credit 
1950, 


residential 


all-time 


restrictions evoked in October, 
sharply cut the rate of 
construction. 

It is estimated that 600,000 residen- 
tial units will be started in 1951. 

The far-sighted electrical 


saler's salesman will see to it that each 


whole- 


of his contractor customers gets his 


proper share of the goods available. 











RESIDENTIAL CONSTRUCTION 


| f TOOK only the first 9 months 
of 1950 to top the all-time record 
construction estab 
the 
1,105,700 homes 
vere started throughout the country 
1949's grand total 
of 1,019,000 units for the year. 

he 1950 


for residential 
lished the 


f September, 


previous year. [Dy 


is con pared with 


building boom saw 


total ot 1 


eleventh mont! grand 
295,000 homes started 
st ind 


quite some time 


a hgure that 


well unchallenged for 
Construction lead 
xpected the demand for housing 
at a high level right 

and by the middle of 

‘y were talking about a 
Indications 


possible all-time record 
1 vear was developing 


that a record 
en the Bureau of Labor 

414.800 
iad been started during the first half 
his mid-year total was 
65 per cent over that of the half-way 
mark of 1949 


However, 


| | 
tisO Calne Wi 


reported 


Statistics 


units 


ot 1950 


(ictober saw housing 


starts drop sharply with the num 
ber of homes started slumping 65 
per cent from the peak rate of June 
While some of this drop was due to 
build 


1 ! 
oraereG 


he usual seasonal decline in 


ing, the credit restrictions 


by the government in October 
proved to be the main restrictive 


force whi h 
lhe 


emergency 


caused the sharp decline. 
national 
troubled 
world conditions offers little encout 


present state of 


along with 


agement for substantial improv 
residential 
1951 


more 


ments im construction 


field for Rising costs, the 


need of cash for down pay 
snents and the curtailment of coppet 
and steel needed for wiring and 
plumbing, will all be factors holding 
back residential construction. It is 
estimated that at best 600,000 resi 
dential units will be started in 1951. 

At this writing, it is not known 
curtailment of es 
sential materials will be. However, 
that the 
loss in the housing market will be 
offset by activities in the industrial, 
public and commercial — building 
fields 


how drastic the 


it seems certain much of 


If, as now appears, the nation is 
placed on a full-scale war produc- 
tion program in 1951, sales 
man will be called upon to make the 
following decision 


every 


He will have to 
not he will treat 
ill customers equally and fairly 


seeing h gets his 


decide whether o1 


that ea propet 


share ( available—or 


whether he will become a “manipu 
} + a= 
lato 


Keep ng contacts ally and build 


l will be 
195] 


challenge 


ing will for his house 


POO 


all-important may 


well prove to be 


to all and 


salesmet rl on 
cement friendships with customers 


during a period of serious shortages 
will he a cl 


ability 


11 ’ ; 
Llienge o the salesman s 


The smart wholesaler’s salesman 


an 
able to su 


should be ipplement his nor 


mal sales by talking up home mainte 


nance to contractors, since it 


would not inventory of 


material needed in completely wiring 
new units, and because the 


N.P.A 


special provisions for 


1 final 
rules will undoubtedly carry 
supplying the 
material needed for maintenance 


Che residential construction mar 
ket in 1951 will be dependent upon 
the materials. 
lhe wholesaler will probably have to 
until get 


is supply situa 


availability of basic 


wait mid-year in‘ order to 


picture of | 


\ll-in-all, it 


will have to de 


a cleat 
tion looks as if he 


best with what 


he can get and wait and see what the 


next 


COMMERCIAL CONSTRUCTION 


| I HAS been well established over 
the years that activity in commer- 


cial construction is related to resi 


dential building in such a way that 
shown. A 


a definite pattern can be 


} 


100m in residential construction al 


50 


most always means increased activ- 
ity in the commercial construction 
field in the following year. 

the home building 
W orld War II, it 


was expected that commercial con- 


Because of 


boom following 


struction would proceed at a rate of 
until it 
brought itself into ratio with homes. 

\ctually, although 1950 was the 
construction 
commercial building reached only 


about $1.5 billion a year 


best year on record, 
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Had there 
been no limiting factors such as th 
change to an armament economy, 
the chances are that commercial con 


about 1.3 billion dollars 


have reached and 


possibly exceeded $1.5 billion a year 


struction could 
Che added pressure behind it as a 
result of the tremendous residential 
building in 1950 would have brought 
this about 
Unfortunately, the lag time be 
tween a housing boom and commer 


cial construction must be extended 


by an indefinite period due to the 
present world crisis 

Commercial construction will drop 
in 1951. How much it will drop de 
pends on the amount of materials 
available and what 
placed on the industry by our na 
tional mobilization leaders 

You can look 
per cent decline in the amount spent 
on the construction of stores, hotels, 
garages, etc. Most of this decline 
will be as a result of 
backs. How much of a 
will be forthcoming because 


cut-backs are 


for at least a 20 


forced cut 
reduction 
busi 


nessmen hold back expansion plans 
remains to be seen. Most construc- 
tion in the commercial field will be 


limited to minor alterations, redec 
orating and repairing present facili 
ties. Large projects such as new 
shopping centers will have to wait 
the 
amusement field is already limited 
I Construc 
theaters, etc 
1950. 


Construction in commercial 


vy government decree 
tion of race tracks, 
amounted to $240 million in 
It is doubtful that it will reach $100 
1951 


Despite the expected cutbacks in 


million im 


the building of commercial estab 
1951 in 
this market is not entirely dark and 
the 
Contractors trying 


lishments, the outlook for 


gloomy for electrical supply 
to fill 
requests for repairs and minor al- 


f owners of 


salesman 
terations tor stores, 
, will need small 
but 


offices, garages, etc 
materials will 


order more frequently 


er quantities of 


Wholesaler salesmen and contrac 
tors will benefit from the civilian de- 
fense 


plans which are now being 








Highlights of 
COMMERCIAL 
CONSTRUCTION 
Commercial construction in 1950 pro- 
ceeded at a rate of only about $1.3 
billion for the year; early expectations 
were that it would reach $1.5 billion. 
Commercial construction will drop 
in 1951—how much depends upon the 

amount of materials available 
Minor 
present facilities, 


alterations and repairs of 
plus adoption of 
civilian defense plans for commercial 
establishments, will form the basis for 


commercial construction this year. 








adopted by various types of com- 
mercial establishments. Department 
stores, for example, have been urged 
now 


to plan for the protection of 


customers and employees in the 
event of an emergency 
Here some of the 


mendations that have been made to 


are recom 


large stores: Establish a communi 
where 
has been planned 


cauion center some system 
for issuing in 
structions Loudspeaker systems, 
telephones and messengers could be 
used, depending on individual cir 
Chis should be tied into 


an emergency power system if feasi 


cumstances 


ble. Locate a point of 


tion for each area 


communica 


Establish an alarm system 


Some equipment, such as 


masks, heavy gloves, tools and foot 


axes, 


wear should be strategically located 
throughout the store 

It appears at this time that con 
struction in the commercial field will 
amount to approximately 1 billion 
dollars in 1951 as against 1.3 billion 
dollars spent in 1950 


INDUSTRIAL CONSTRUCTION 





Highlights of 
INDUSTRIAL 
CONSTRUCTION 

Industrial construction, which turned 
laggardly at the end of 1948, suddenly 
started to sprint during the second 
quarter of 1950 and has been doing se 
ever since. 

It is expected to be the most active 
construction field in 1950, presenting 
wholesalers’ salesmen with the best 
opportunity in recent years to sell in- 
dustrial electrical equipment. 











N THE second quarter of 1950 
industrial 
upward for the first time in 
It continued to show 


construction turned 
many 
months sub 


stantial gains throughout the re- 


maining months of 1950 and is ex- 
pected to be the most active field for 
the industry in 1951 

\t the end of 
in the industrial field was lagging 
behind other types of building. High 
were 


1948 construction 


costs 


considered to be the 
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major reason why manufacturers 
held back plans for new plants and 
Manufac 
that cor 
struction costs would drop and wer: 
this to de 


The lower costs never came 


expanding their facilities 


turers were convinced 


patiently waiting for 


ve lop. 


hut something else did—a demand 


for their products that increased 


until it forced manufacturers in gen 
increase theit 


eral to production 


facilities regardless of building costs 





There seems to be little doubt that 
1950 was the best construction year 
on record. It was also a record 
year for construction costs. It is 
interesting to note that in the last 
half of 1950 manufacturing corpora- 
tions accounted for almost the entire 
increase in expenditures. Indus- 
trial concerns throughout the nation 
are estimated to have invested about 
4.6 billion dollars in new plants and 
equipment—as compared with 3.5 
billion dollars in the same period 
of 1949. 

Industrial building contracts in 
October totaled $235 million and 
had been running at a better than 
$200 million-a-month rate since mid- 
year. During the first six months 
of 1950, industrial contracts aver- 
aged only $98 million a month. 

Industrial construction in 1951 
will continue at a record pace 
Manufacturers are expanding facili 
ties as rapidly as possible in order to 
be able to fulfill the demands of the 
defense production program and at 
the same time continue turning out 
as much of their civilian goods as 
possible. 

Industrial 


1951 


construction in 


may take up most of the slack creat- 
ed by declines in residential and 
commercial building. 

The construction of schools and 
hospitals will probably continue at 
the same high rate throughout 1951. 

With the industrial construction 
field at full speed, supply salesmen 
will have their best opportunity in 
recent years to sell this market. For 
example, the importance of good 
lighting as a means of promoting 
quality production, speeding out- 
put, reducing absenteeism and 
fatigue was more or less discovered 
by many large manufacturing plants 
during the days of World War II. 
The present race to expand facili- 
ties and speed up production will 
find lighting once again occupying 
a key position in reaching these 
goals 

It means that supply salesmen will 
once more be called upon to furnish 
not only proper lighting but all the 
equipment required to complete its 
installation, and this is only one of 
the countless groups of products that 
will be required by industrial plants 
and sold by alert wholesale supply 
salesmen. 


RETAIL MARKET 


VEN if there were no cutbacks 

in the essential materials which 
go into making consumer electrical 
products, the retailers of such goods 
would have a real selling job on 
their hands to equal their 1950 
record. 

Retailers of appliances and radio 
television sets had a tremen- 
dous year. The boom in residential 
construction throughout 1949 and 
1950 created a peak market for the 
electrical appliances, lamps, radios 
and television sets stocked by local 
dealers. 

Although 1950 was a great year 
for sales, electrical goods retailers 
did have plenty of headaches in 
operating their businesses. At one 
time or another during the year, 
they faced a seller’s market, buyer’s 
market, shortages of goods, surplus 
of goods, the color television prob- 
lem and a revived regulation W. 

Sales took a decided spurt when 
the American forces under the U. N. 
banner entered the Korean War. 


and 


52 


The sudden flurry of panic buying 
lasted only a short time, however, 
and no serious shortages of hard 
goods developed. Manufacturers 
and wholesalers were able to fill the 
pipelines quickly and adequately. 

\t the end of the first ten monthis 
of 1950, sales of electrical goods 
dealers were already considerabl; 
ahead of the total sales of 1949 
with the holiday season still before 
them. The year just ended actually 
surpassed the record year of 1948 

Even without any cutbacks, elec 
trical retailers would have to do a 
big selling job in 1951 to equal the 
record 1950 year. Although cut- 
backs are the single major factor 
with which dealers must contend in 
1951, they must also consider higher 
prices, heavier taxes, credit restric 
tions on installment buying, the dis- 
location of manpower and conse- 
quently deferment of plans for estab 
lishing homes. 

Some consvlation is offered to re- 
tailers of electrical merchandise in 





Highlights of 
RETAIL MARKET 


Here's how the electrical retailers 
fared in 1950 as compared with 1949, 
according to Electrical Merchandising: 


Sold 70,000 more air conditioners 
(room) 

Sold 220,000 more electric bed cov- 
erings 

Sold 10,000 more blenders 

Sold 35,600 more broilers 

Sold 600,000 more vacuum cleaners 
(floor type) 

Sold 39,000 more vacuum cleaners 
(hand type) 

Sold 2,000,000 more clocks 

Sold 525,000 more coffee makers 

Sold 70,000 
(motor driven) 

Sold 190,000 more dryers (all kinds 
—gas and electric} 

Sold 18,500 more fans (attic) 

Sold 326,000 more fans (desk and 
bracket) 

Sold 105,000 more fans (ventilating 
up to 16 in.) 

Sold 100,000 more food waste dis- 
posers 

Sold 405,000 more freezers 

Sold 400,000 more heating pads 

Sold 340,000 more hotplates 

Sold 90,000 more ironing machines 

Sold 1,150,000 more irons 

Sold 9,000,000 more lamps (fluores- 
cent) 

Sold 46,000,000 more lamps (in- 
candescent) 

Sold 42,000,000 more lamps (photo) 

Sold 121,000,000 more lamps (mini- 
ature) 

Sold 325,000 more mixers 

Sold 1,330,000 more radios (home) 

Sold 448,000 more (port- 
ables) 

Sold 592,000 more radios (auto) 

Sold 754,000 more ranges 

Sold 1,750,000 more refrigerators 

Sold 90,000 more roasters 

Sold 425,000 more shavers 


Sold almost 4 million more tele- 


more dishwashers 


radios 


visions 

Sold 325,000 more toasters 

Sold 575,000 more waffle irons and 
sandwich grills 

Sold 1,147,000 more washing ma- 
chines 

Sold 295,000 more water heaters 

Sold 135,000 more water systems 











the tact that—taking the long range 
view—the restrictions with which 
they will be faced this year will be 
building up a big back-log demand 
for their products which eventually 
must be satisfied through them. 
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RURAL 


Highlights of 
RURAL MARKET 
Korean War pushed up 1950 farm 
income to within one per cent of the 





‘49 level. At the beginning of year it 
was estimated that farm income would 
be down ten per cent from 1949. 

Farm employment has been declin 
ing for the past few years—a situation 
which calls for the sale of more elec- 
trical equipment to farmers in order to 
replace lost hands and produce more 
at less cost. 











[' THE year 1950 were to be used 
as the basis of appraising the 
1951 outlook in the rural market, 
there is every reason to expect that 
1951 will top the previous year by 
some margin 

At the outset of 1950, the U. S. 
Department of Agriculture offered 
little to cheer about when it esti- 
mated the farm income for the com- 
ing year would be down 10 per cent 
from 1949. 

A late spring, dust bowl condi 
tions in the wheat belt and crop- 
ruining insect armies helped make 
the picture even darker. Farm em- 
ployment continued to decline with 
a half a million fewer people work- 
ing on farms during 1950 than the 
previous year. To complete the pic- 
ture, the farmer’s export market 
slumped as Europe’s wheat harvest 
was the best in years. Existing 
farm surpluses didn’t help matters 
either. National consumption simply 
couldn’t dent it. 

Then suddenly the farmer’s prob- 
lems were solved for him when the 
Korean War broke out and pro- 


MARKET 


ceeded to develop into the present 
As United Nations 
forces began to march, so did farm 
prices—up. Between June 15 and 
August 15, prices jumped 8 per cent. 
Government stock piles of farm pro- 
duce which were grudgingly re- 
ferred to as surpluses, suddenly 
“reserves.” Despite the 
fact that many farmers had less to 
sell because of some short crops, the 
higher price scale that came after 
mid-year almost pulled up all the 
slack. 

According to the Department of 
Agriculture, the eleventh month 
total for the national farm income 
was only | per cent less than for the 
same period in 1949. Last year’s 
eleven month total was $25,300,- 
000,000, as compared with $25,- 
663,000,000 at the end of the same 
period in 1949. Total farm income 


world crisis 


became 


LIGHTING 


IGHTING continued to account 
for a large slice of the electrical 
supply salesman’s total volume in 
1950. The record-breaking pace set 
by the construction industry was the 
backbone of this market 
Fluorescent lamp sales in 1950 
are estimated to have been between 
80 and 85 million units, while incan- 
descent sales probably topped 850 
million units. Although actual total 
unit sales will not be available until 
later this month, there is no doubt 
that sales of all types of lighting 
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could reach 1949’s grand total of 
$28,127,000,000 but only if Decem- 
ber has had exceptional marketing 
activity. The final figures for 1950 
will be released by the government 
later this month 

For the past few years three fac 
tours have stood out in surveying the 
rural areas of America as a market 
for the products supplied to farm 
dealers by electrical wholesale sales- 
men. 

There are more and more farms 
served with electric lines every year. 
More than 5 million farms now have 
electric service and it is estimated 
that between 86 and 90 per cent of 
all U. S. farms have electric service 
Farmers are well aware of the fact 
that electricity can bring them the 
eomforts once reserved for residents 
in urban areas. 

Farm population is decreasing 
In order to operate a successful and 
profitable business the farmer must 
produce more goods at a lower cost 
Electrical equipment is the best an- 
swer to the farmer’s problem. Elec- 
tric water systems, motors, milkers, 
coolers, blowers, loaders, feeders, 
freezers, etc., are the things that 
make it possible for farmers to pro- 
duce more goods at less cost. In 
fact, under today’s conditions it is 
imperative that the farm operator 
mechanize and utilize electric power 
in order to keep his costs reduced 
to a minimum. 

In 1951 the farmers of America 
will be called upon to increase their 
production as much as possible 
Farm income will be higher and the 
need for electrical equipment more 
urgent than ever America’s 
farms. 


on 


MARKET 


equipment and units will show in 
creases over the previous year 

At present it appears that the 
lighting market for the electrical 
supply salesman will be the period 
of World War II all over again. The 
best lighting sales records in 1951 
are going to be made by salesmen 
who are in on the ground floor with 
industrial buyers. The big volume 
will come from pushing protective 
lighting for industrial plants, better 
lighting for improving production 
in manufacturing operations, better 
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Highlights of 
LIGHTING MARKET 
Better lighting will be the answer to 
many problems in a 195! armament 
economy that strives for more and 

more production. 

Improving manufacturing operations, 
reducing accidents and absenteeism, 
combatting fatigue, protecting against 
sabotage are just a few of the prob- 
lems that better lighting will help 


solve. 











lighting for commercial stores in 
order that they may get the best 
efficiency from their available per- 
sonnel. 

It should be noted that although 
commercial construction will be lim 
ited in 1951, alterations and redec- 
orating will be permitted providing 
the necessary materials are not 
needed in large quantities. It means 
that salesmen with know-how are 
going to be able to sell more smaller 
relighting jobs. 

No better advice can be offered to 
the salesman 1951 selling of 
lighting equipment than to brush-up 


tor 


ind acquire a comprehensive knowl 
edge of its applications in an arma 
ment economy. Good lighting takes 
on a new meaning when the sales 


can do 


man emphasizes what it 
toward improving and speeding pro 
duction, especially when a high pro 


duction rate is urgently needed 


TELEVISION MARKET 


ELEVISION continued to be 

the wonder product of the elec- 
trical industry throughout 1950. 
Even the most optimistic forecasters 
of 1950 television sales were forced 
to raise their estimates practically 
every quarter throughout the year. 
3y the end of 1950 television sales 
had exceeded by more than one mil- 
lion sets the highest estimates. 

The following figures reporting 
the number of television sets in 
operation illustrate best the fantastic 
growth of this industry : 

1946—less than 10,000 sets 

1947—-180,000 

1948—1,000,000 

1949— 2,800,000 

1950—9,500,000 

[There are now 107 
vision broadcasting stations on the 


about tele- 
air giving coverage to about 65 per 
cent of the nation. 

Although they 
major factors by television dealers, 
at least for a short time, color, fed 
eral taxes and credit regulations 
never became serious drawbacks to 
sales. The public quickly demon 
strated that it loved television and 
would continue to buy sets one way 


were considered 


or another 
The greatest problem for tele 
vision salesmen in 1951 will be get- 


ting sets to sell. Leading authori- 
ties have pointed out that the in- 
creases in production facilities built 
since the last war, when placed 
alongside the production of elec- 
tronic equipment required for mili- 
tary purposes, leaves a margin for 
civilian production. 

However, the bottleneck in the 
production lines for television will 
be in the shortages of certain key 
metals. Copper, cobalt, nickel and 
aluminum are essential in produc- 
ing sets. 

In looking ahead to 1951 sales it 
must be emphasized that salesmen 
can sell all the goods they can get. 
The big question mark is going to 
be how much will be available. At 
present you may be optimistic and 
believe that there will be only 50 
per cent less sets available in 1951 
than the year just ended, or pessi- 
mistic and look for no sets at all or 
at best a mere trickle. 

You will probably hear a lot about 
television being essential as a 
civilian morale when the 
pinch gets too tight and it is entirely 
possible that, barring a full-scale 


booster 


war, our national mobilization Jead- 
ers will permit a certain amount of 
television sets to be produced for 
this purpose 


MISCELLANEOUS MARKETS 


I l MIGHT be better to refer to 
certain markets into which the 
move this 
International de- 
already jarred 
businessmen full realization 
that their entire operations will have 
to be revised in 1951. 
Probably salesmen 


salesmen may 

markets 
have 
into 


year as 
tringe 
velopments 


most know 


now that they will be forced to sell 


items which their supply house may 
or may not have carried as regular 
stock, but certainly which thev never 
pushed. The distributor’s salesmen 
in 1951 will sell establishments and 
look for sales in heretofore limited 
markets 

defense will be a new 
electrical 
Already extensive 
actual 


Civilian 
market for 
salesmen in 1951 
being into 


plans are put 
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wholesale 


many of America’s 
larger cities. Salesmen should real 
ize that the building of bomb shel 
ters, for example, means a demand 
for lighting, wiring, ventilating, 
power and signal equipment. Inter- 
communication systems will be in- 
stalled in order to control and co 
ordinate civil defense in each city 
Emergency stand-by power sources 
Equipment to fight 
in case of a bomb 


operation im 


will be needed 
fires and dig out 
ng will be required by the civilian 
defense program. Such equipment 
will include long-handled 
battery-operated hand and 
lights, dump carts, etc. 
Congressmen and civilian defense 
planners agree that the program will 
3 billion dollars. The 
state and 


shovels, 
flood 


require about 
} 


money vill be used for 
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federal projects including the con- 
struction of communal shelters, 
purchasing heavy equipment, stock- 
piling medical and engineering sup- 
plies, and for setting up control 
centers and air-raid systems. 

In addition, plants, factories, in- 
stitutions and commercial establish- 
ments provide and 
protection for employees and cus- 


will shelters 
tomers on their premises during an 
emergency. 

rhe civilian defense program is 
going to require many of the mate- 
rials that the electrical wholesaler 
salesman now sells. It is also going 
to require a great deal of equipment 
which is closely related to the goods 
now handled—items such as fire- 
fighting equipment, axes, helmets 
heavy gloves, hydraulic jacks, etc. 
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REGIONAL OUTLOOK 


1947, 


S the nation gradually acce 


erates its drive in the direc 


tion of all lefense 
the 
outline the pattern 
What happened regionally during 
World War II logically will be hap 
The areas that 


gained 


out 


pro 


duction near past seems t 


for the future 


pening again pro 


portionately most stand to 


reap the greatest benefits once more 

lost 

will find the going just as slippery 
But as before, the overall picture 


the present defense 


the sections that relatively most 


during emet 


gency will be one of tremendous in 


dustrial growth. Factory employ 


ment, which increased more than 50 


per cent between 1939 and 


will continue to surge upward 
the 
\nd agriculture will face sustained 


pro- 
viding manpower is available 
demand at least 

Although the regional record indi- 
cates for the electrical supply sales 
man the long-range potentialities of 
the territory 


sells, it 


for the equipment he 
does not set limits on indi 
vidual salesmen in any location 


A good 


of the smaller, agricultural, low in- 


salesman located in one 


come areas can ring up a much bet 


ter record than a poor salesman 


whose territory is in the heart of a 
high income, heavy industrial region 





New England Region 


New Hampshire 
Massachusetts 
Connecticut 


Maine 
Vermont 
Rhode Island 


INUTEMAN of U.S 
- when it comes to meeting emet 
New 


to switch to 


regions 


England is prepared 
the 
defense materials almost 
ately \s the 
ago, its textile looms can swiftly 


gencies, 
manufacture of 
immedi 
was case a decade 
shift to the production of military 
Its tool 
mayor conversion 


grades of cloth machine 


plants face no 


problems in re-equipping metal 
working plants to make new tanks 
instead of automobiles 

Since there are not as many 
boarded-up factories in New Eng 
land today 


ago, the coming defense effort prob 


as there were ten years 
ably will not have the same shot-in 
the-arm effect the 
health 


on area's busi- 


ness But heavy defense 


production in this and succeeding 


vears may well put the pressure on 
New Eng 
land’s relative lag in post-war manu 
facturing Che turned 
almost ten per cent of all U. S 


World War II production ; 


turn out a larger 


whatever remains of 


region out 
it could 
percentage of new 
defense production 

New England’s most recent manu- 
facturing lag came after the period 
between 1939 and 1947 during 
it increased its number of f 
32 per cent—three 
its previous 40-year increase. Al 
though smaller that of 
other increase 
tained 


which 
actory 
jobs by times 

than 
this 


any 
main 
England’s position in 


region, 
New 
1947 as the region of greatest manu 
facturing 137 
production workers thousand 
of population. 


concentration with 


per 


Chen New England hit the post 
skids. Payrolls in the area's 
largest industry, textiles, dropped 
17 per cent in 1949 
post-war year. but since 
summer of 1949, New Eng 
and’s manufacturing situation has 
improved appreciably. In June of 
1950, factory employment in the re 
gion, though 10 per cent below the 


Wal 


the region's 
pe rest 


the 


fall 1948 peak, was up 5 per cent 
ver June, 1949, At 
was still ascending. 


last count it 

Historically a soft goods produc 
ing area, New England has been 
growing faster on the hard goods 
side. This trend will take a big step 
forward if the region gets a steel 
mill financed in part by the 


govern 
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under active 
the National Se- 
Board If this 
goes through, it may well precipitate 


ment— a project now 
consideration by 
curity Resources 


a second industrial revolution in 


New England 
1950 Performance 


last vear a fraction over 6 per 
the f 
wholesaling business was 
New 
shack more 

1949. Of the 


into which the U. S 


cent of national total of 


electrical 
firms; a 


done in 


England 
than 


done by 
was 
trading 
Bureau of the 


nine areas 
Census has divided the country, this 


area again ranked seventh in elec 
trical goods wholesaling 

During the 10-year period from 
1940 to 1950, New 
lation grew 


314,453—an 


Chis 


iland’s popu 
37,290 to 9 


key 
&4 


from 
increase of 877,163 
represented a per cent of 
hange of 10.4, somewhat below the 
national rate of 14.5 per cent 
According to the latest 
from the | S 
Commerce, 


hgures 
available Dept. of 
per capita 
New England has dropped slightly 
but is still relatively high: Maine, 
$1,087; Vermont, $1,075; Rhode 
Island, $1,403; New Hampshire, 
$1,195 ; Massachusetts, $1,417 ; Con 
necticut, $1,591 

lhe Census of Manufactures re 
ports that between 1939 and 1940, 
New England increased its number 
of manufacturing establishments in 
all industries from 15,201 to 20,257 

a gain of 


income nN 


about one-third. The 
retail establishments in 
New England, according to prelimi 


nary 1948 Census of fig 


number of 


Business 





Highlights of 
NEW ENGLAND 


New England industry is so consti- 
tuted that it can switch quickly to de- 
fense production with minimum of con- 
version problems. 

The region turned out 10 per cent of 
all U. S. World War Il production; it 
could turn out a larger percentage of 
new defense production. 

Traditionally a soft goods producing 
area, New Fngland is growing faster on 
the hard gouds side—a trend which would 
be speeded up if New England gets a 
steel mill. 














ures released in 1950, dropped from 
121,888 in 1939 to 114,460 in 1948— 
a loss of 7,428. 

There were 36,449 urban dwell- 
ings authorized in the New England 
area during the first eight months 
of 1950. This represents a tremen- 
dous increase over the 20,560 au- 
thorized during the first eight 
months of 1949. A rough idea of 
the number of homes actually start- 
ed can be assessed by doubling the 
figure reported for authorized urban 
dwellings. 


Middle Atlantic 
Region 


New Jersey 
Pennsylvania 


New York 


T 1E economic boom generated by 


World War II boosted most 
sections of the country right from 
the start, but it hurt the Middle 
Atlantic region during its early 
stages. Consequently, the immedi- 
ate effects of a renewal of large- 
scale defense production might 
prove harmful for this the greatest 
of all U. S. trading areas. 

In brief, this is what happened 
a decade ago. Commercial and 
financial services, the specialty of 
the Middle Atlantic region, were 
crimped by the Second World War; 
many companies outside of New 
York which were dependent on it 
for these services turned to local 
operators. High taxes put the bite 
on Middle Atlantic property wealth 
and income—a factor of more im- 
portance there than elsewhere be- 
cause it is the center of concen- 
trated wealth and capital in Amer- 
ica. Then too, World War II at 
its inception aggravated the relative 
decline of the region’s industry. 

But the return of these conditions 
concurrently with the resumption of 
heavy defense production is cer- 
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Highlights of 
MIDDLE ATLANTIC 


Unless its many small manufacturers 
are included in the defense production 
picture, the Middle Atlantic region may 
get hurt by the return of a wartime 
economy. 

Percentagewise, the Middle Atlantic 
area accounted for the largest gain in 
its share of the national total electrical 
wholesaling business. 

Per capita income payments of Middle 
Atlantic states are among the highest 
in the country. 











tainly not a sure thing. If the Mid- 
dle Atlantic’s myriad small manu- 
facturers are brought into the de- 
fense production picture as they 
were in the latter part of World 
Var II, the region might bleed less 
in the switch in national emphasis 
from a peace to a defense economy. 
The Middle Atlantic area gained 
ground economically in the last 
worldwide conflict from late 1943 on 
when its unused pool of manufac- 
turing resources were put to war 
work 
1950 Performance 

Percentagewise, the Middle At 

lantic region accounted for the 


largest gain in its share of the na- 


tional total electrical wholesaling 
business last year. Its portion in 
1950 was 20 per cent as compared 
to only 16 per cent in 1949. This 
put the Middle Atlantic area less 
than a percentage point below the 
East North Central section, still 
ranking it second among the nine 
trading regions in total electrical 
wholesaling business done. 

But a less than average gain was 
made by the Middle Atlantic region 
in population during the decade 
1940-50. Accordingly, it lost top 
spot as the nation’s most populous 
region, becoming second in this cate- 
gory too te the East North Central 
area. The Middle Atlantic states 
rose in population from 27,539,487 
to 30,163,533—a growth of 2,624,- 
046. This registered a per cent of 
change of 9.5 as compared to the 
national average of 14.5 per cent. 

Per capita income payments in 
this area, according to the latest fig- 
ures of the U. S. Dept. of Com- 
merce, are as follows: New York, 
$1,758; Pennsylvania, $1,416; New 
Jersey, $1,546. New York's per 
capita payment again topped those 


of all other states but was slight- 
ly under that of the District of 
Columbia. 

The Middle Atlantic’s total of all 
manufacturing establishments  in- 
creased from 53,226 in 1939 to 
75,239 in 1947—an upsurge of 
over 40 per cent. During the later 
post-war period, however, this 
growth dwindled to a comparatively 
small expansion, particularly in New 
York and New Jersey. 

There were 18,682 less retail es- 
tablishments in the Middle Atlantic 
states in 1948 than there were in 
1939. The 1948 total was 394,157: 
in 1939 it was 412,819. Consolida- 
tion probably accounts for a large 
part of this loss. 

98,039 new urban dwelling units 
were authorized in the Middle At- 
lantic region during the first eight 
months of 1950. This is consider- 
ably higher than the 76,197 author- 
ized during the same period in 1949, 


East North Central 
Region 


Indiana 


Hlinois Michigan 


Wisconsin 


UB of heavy industry in the 

United States is the East North 
Central region. This five-state area 
turns out two-fifths of all durable 
goods produced in the nation. Be- 
cause of this, it can expect by far 
the largest share of defense produc- 
tion orders. 

During the last global conflict, 
the General Motors Corp. alone pro- 
duced one-tenth of all U. S. war 
goods. One-third of all war facility 
expansion occurred in the East 
North Central region, which led all 
other regions in number and value 
of war plants installed 

Popular misconception has it that 
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Highlights of 
EAST NORTH CENTRAL 


Largest share of the nation's defense 
orders will be realized here since this 
five-state area produces two-fifths of 
all U. S. durable goods. 

Conversion of industry to defense pro- 
duction will bring on a number of tem- 
porary dislocations, such as unemploy- 
ment, in the East North Central section. 

Among the regional “firsts” of the 
East North Central area last year were 
the largest share of the national total 
electrical wholesaling business and the 
greatest number of authorized new urban 
dwelling units. 











the five Great Lakes states are pri 
marily agricultural. Actually, Ohio 
and Michigan are mainly industrial, 
while Illinois inclines toward manu- 
facturing, though not so heavily. 
More agricultural than these three 
are Wisconsin and Indiana. About 
20 per cent of the nation’s farm 
products come from the East North 
Central region. 

As a result of the latest call to 
turn plowshares into swords, the 
East North Central’s heavy indus 
try will again face conversion prob 
lems. And once again temporary 
dislocations will take place while 
factories switch over to munitions 
production. Steel mills will have to 
revise their rolling schedules, and 
auto plants will have to clear away 
at least part of their present as- 
sembly lines and tool up for defense 
production. This, of course, as- 
sumes something approaching a total 
defense effort; otherwise, displace- 
ments during the changeover, such 
as temporary unemployment, will be 
correspondingly less severe. 


1950 Performance 


Still regional champ in electrical 
wholesaling dollar volume done last 
year, the East North Central sec- 
tion, nonetheless, slipped slightly 
from its 22 per cent share in 1949 
to a hair under 21 per cent of the 
1950 total. 

Another category in which the 
East North Central area has estab- 
lished its supremacy over the other 
eight trading regions is population. 
Between 1940 and 1950, this section 
added 3,773,026 persons to its popu- 
lation, bringing it up to 30,399,368 
—over 230,000 more than the now 
second place Middle Atlantic region. 


Good gains in manufacturing pay 
rolls offset reduced income from 
agriculture in the East North Cen- 
tral region to maintain per capita 
income payments above the U. S. 
average in all states except Indiana 
\verages were as follows: Ohio, 
$1,436; Illinois, $1,618; Wisconsin, 
$1,329; Indiana, $1,290; Michigan, 
$1,443. 

The most recent Census of Manu 
factures reports that the number of 
industrial firms in this five-state 
area increased from 38,013 in 1939 
to 50,557 in 1947. But the number 
of retail establishments, according 
to preliminary figures released by 
the 1948 Census of Business, 
dropped from 364,508 in 1939 to 
348,850 in 1948. 

The region’s growth in population 
and payrolls produced another first, 
namely in the field of residential 
housing. New urban dwellings au- 
thorized in that area during the 
first eight months of last year to- 
taled 120,666—more than any other 
region and almost double its figure 
for the first eight months of 1949. 
Actual homes started should run 
about twice this figure 


West North Central 
Region 


NORTH | ; 


CAKOTA 


NM 
Cy 
x 
> 


| $ouTw ~ 
| AKOTA 


| NEBRASKA 


KANSAS 


Minnesota 
Missouri 
South Dakota 
Kansas 


ow 
North Dakota 
Nebraska 


XCEPT in a few spots, there 

never was a real boom in war 
production in the West North Cen- 
tral region during World War II. 
And there isn’t likely to be a de- 
fense production boom there now; 
that is, unless Uncle Sam decides 
to push industrial decentralization 
to the poiit of scattering defense 
plants on the plains of this seven- 
state area. 


January, 1951—ELECTRICAL WHOLESALING 





Highlights of 
WEST NORTH CENTRAL 


Farm income dropped slightly in 1950 
but money pocketed still represents 
plenty of buying power for electrical 
goods. 

Increasing pressure behind trend of 
decentralizing manufacturing operations 
elsewhere may step up region's rate of 
industrialization. But West North Cen- 
tral agriculture will not be made to suffer 
in order to accommodate the expansion 
of defense production. 











Chere is one favorable factor in 
its outlook for the future, however, 
that remains unchallenged and ap- 
plies particularly to the West North 
Central region: it is the food basket 
of America. Therefore, its activi- 
ties in agriculture will not be made 
to suffer to accommodate the muni 
tions makers’ industrial expansion 
The government made this policy 
clear even before Pearl Harbor dur- 
ing the last world war. 

During the war and post-war 
years, manufacturing employment in 
the West North Central region in 
creased at a rate of 9 per cent above 
the rate of increase for the nation 
This industrial growth since the war 
has followed the pre-war pattern 
Most of the new plants established 
were for the processing of agricul- 
tural products. Some manufac- 
turers of farm machinery also moved 
into the area to get closer to their 
market. 

Regardless of industrial develop- 
ments in the West North Central 
states, that area will probably al- 
ways remain basically agricultural 
in character. And with good rea- 
son. Though farm income for the 
first eleven months of last year, de- 
spite higher prices, fell slightly be- 
low income for the same period in 
1949, farmers in the wheat and corn 
belt still pocketed good money in 
1950 and probably will continue to 
do so for years to come 


1950 Performance 


The West North Central’s rank- 
ing among eight other U.S. trading 
areas regarding electrical wholesal- 
ing sales volume did not change last 
year. The region still ranked fifth, 
but its share dropped from 11 per 
cent in 1949 to less than 10 per cent 
in 1950. 

Contrary to pre-census estimates, 
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the West North Central area did not 
decline in 
1950 Instead, 
544,404, which brought its 

lation up from 13,516,990 t 
of 14,061,394 This 


change ot 4 per 


it registered a 


cent smallest scored by any 


the regions 


Diminished 


food prices 
West 
below 
Latest per 


income figures available fro 


pushed 


North 


1 


ome in 
slightly 


ave 


per capita in 
Central states 


$1.330 U.S 


rage 


Commerce are 


$1,227 


1S. Dept. of 
Minnesota, 
South 
$1,210; 


Dakota. 


is. follows 
Missouri 
$1,174; 
$1,292 
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Dakota 
low i 


$1,202 


$1,288 
Kat Sas, 
North 

$1,294 
e number of industrial firms 
the West North Central area climbe 
14.066 in 1939 to 17,401 in 
some 19,23] 
1Q% 
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vebraska 
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rom 
1947. But a decrease 
J j tahlicl 


etal establishments tre 
al if 197,909 was indicated 
unary 1948 Census of Tht 
res released recently by 
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West Nort] 


retail estab 


or ¢ 
puts the 
1948 total of 
it 178,678 The tremen 
Tarmer ct 
nis area probably accounts for 
of the drop. 
he number of new urban dwell 


ing units authorized in the 


North Central gi01 


nths ot 
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1950 ran al 


the 


during 
first eight mx 
the 
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most twice or 


hgure 
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Highlights of 
SOUTH ATLANTIC 


Farmers in the South Atlantic area ac- 
count for a large share of the region's 
income. There was a large demand for 
the crops grown in the South Atlantic 
region last year and the huge prepared- 
ness program now under way insures an 
even greater demand in 1951. 

Industry and employment will be favor- 
ably affected by the reopening and en- 
larging of military establishments. 

South Atlantic's share of electrical 
wholesaling business in 1950 maintained 
its status as fourth highest of the na 
tion's nine trading areas. 
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facters 
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South Atlantic Region 


Delaware Maryland 

District of Columbia Virginia 

West Virginia North Carolina 

South Carolina Georgia 
Florida 


elle times evel 
ushered int 


World 


betterment 


es Was 


i 


\tlantic region by 
[his economic 
the 


ot southeastern 


vears 1939 to 


attested to by tremendous 

income 
1946 
income climb 
were several 
One was government pay 
temporary element. Be 
iuse ie mild climate, the Wat 


Department spotted many training 


ve but 
I 


ol 
amps and cantonments in the South 
\tlantic states 

large army to be 
the situation is repeating itself. The 
Defense Department is reactivating 
many of these camps and, as a result, 
I will 


from 


Today, with another 
raised and trained, 


1 towns once 


profit considerably the 


rain 
rresence of army payrolls 

\nother factor contributing to the 
\tlantic’s 
the industrial advances made by that 


South economic rise is 


area during the war. These oc 


curred principally in lumber, tex- 


furniture, chemicals, and food 
Industrial diversification 


tiles, 
processing 
as a trend is still running strong 
of the 


into 


in 
the 


Southeast during the present defense 


Perhaps forerunner 


dustry that is moving 
emergency is the government’s $260 
million hydrogen bomb project. To 
le located on a 375 square mile tract 
South Carolina, the plant will 
eventually employ upwards of 25,- 
000 This, of course, 
isolated instance, 
to long-term 


in 


workers is 


somewhat 


ELECTRICAL WHOLESALING 


upward trend of manufacturing in 
the \tlantic area 
Though industry is on the march, 


South 


the Southeast is primarily a farming 
Percentagewise during the 
increase 


region 
war, it had a greatet in 
tractorized farms than the nation as 
a whole 

Last year, South Atlantic farmers 
did well; particularly those in Vir 
ginia, North Carolina and Georgia, 
who made more money during the 
first eleven of 1950 than 
they did in the same period of 1949 
\ll signs for 1951 seem to point in 
the profits for 
southeastern farmers, and especially 


months 


direction of good 


cotton farmers 


1950 Performance 


case in 1949, the South 
1950 


\s was the 
\tlantic in 
for about 13 per cent of the national 


region accounted 


total electrical wholesaling business 


Chis percentage sustained the South 


\tlantic’s status as fourth highest 
of the nine trading areas 

In population gain, the South At 
lantic region scored of 
43 above _ the 
nation’s In 1940 
the population of the area stood at 
17,823,151; in 1950 it was 21,182, 
an expansion of 3,359,184 

rhe 
capita 
last 


an increase 
percentage points 
of g 


rate rowth 


335 
enlargement of per 
payments over the 
the South Atlantic 
slight downturn, ac- 


steady 
income 
decade in 
area took a 
cording to the most recent figures 
from the Department of 
follows: 
of Co 
Virginia, 
Mary 


$1,039 ; 


available 
Commerce. These are as 
$1,675; District 
lumbia, $1,820; West 
$998; South Carolina, $787 ; 
$1,401: Virginia 
Carolina, $854; Georgia, 
Florida, $1,102 

Large gains were garnered by the 
South Atlantic region in number of 
manufacturing firms and retail es- 
tablishments. The latest Census of 
Manufacturers reports that in 1947 


Delaware, 


land, 
North 


S876: 


there were 23,999 industrial estab 
lishments in the area as compared 
with 16,657 in 1939 According to 
preliminary figures released by the 
1948 Census of Business, there was 
an increase of 22,472 retail firms in 
the region—from 199,371 in 1939 to 
221,843 in 1948.. 

Residential building in the South 
\tlantic area went up from 53,575 
new authorized urban dwelling units 
during the first eight months of 1949 
to 73,631 in the same period of 1950. 


January, 1951 





East South Central 
Region 


2 


- 
KENTUCKY 


Tennessee 
Mississippi 


Kentucky 
Alabama 


HE last world benefited 
the East South Central region 
in very much the same manner that 


Wal 


it aided the area’s economic blood 
brother, the South Atlantic region 
army training 
demands for 


Creation of many 
camps there, strong 
its agricultural products, and price 
and wage rises in its industries all 
combined to uplift the East South 
Central economy 

It follows, therefore, 
present national emergency should 
have a similar—if somewhat less 
ened—impact in the per: «1 ahead 
Former army camps there are sure 
to be reactivated as military mobili 
zation expands. The billions of 
dollars worth of iron, steel, lumber, 
coke, textiles, cotton, 
etc., produced annually by the East 
South Central region will be gob 
bled up to meet defense 
and civilian requirements 

Significantly, cotton, a diminish 
ing but still potent element in the 
East South Central’s economy, is 
likely to be on the critical shortage 
list before the 1951 crop reaches 
the market. One contributing factor 
is the short 1950 crop; another is 
the huge defense demands for the 
staple 3efore August of this year, 
it is estimated that the U.S. will 
require 1,000,000 bales of cotton for 
military needs alone, 

Che influence of defense demands 
inay also speed up the creeping post- 
war advances made in non-agricul 
tural income by the East South Cen- 
tral states of Mississippi and Ala- 
bama. Increases in income from 
trade and services in these two 
states fell far short of those in most 
other states 


that the 


chemicals, 


swelling 


° 
But heavy defense demands or 
not, the East South Central region 
The 
twin factors of industrialization and 
urbanization continuing to 
gradually diversify its economy 


will maintain its uphill climb. 


are 


1950 Performance 


The area incurred a slight loss 
percentagewise in its 1950 share of 
the national total 
saling business. It 


electrical whole 
accounted for 
almost 4% per cent of the national 
total last year as compared with 
about 5 per cent in 1949, This per- 
centage maintained the East South 
Central’s regional rank just above 
that of the last place Mountain area 

Turning the 
predictions, the East South Central 
section did not lose population be 
tween 1940 and 1950. Instead, its 
number of inhabitants increased 
10,778,225 to 11,477,181. 
his represented a gain of 698,956, 
but than 
half the national per cent of increase 
The state of Mississippi, however, 
But 


tables on earliet 


fre m 


percentagewise was less 


did register a population loss 
its decline was less than 5,000 
The latest—and somewhat lower 
per capita income payment figures 
announced for the East South Cen 
tral states are as follows: Kentucky, 
$865; Alabama, $773; 
$873; Mississippi, $634. 
The region’s total of industrial 
establishments increased from 7,024 
in 1939 to 10,904 in 1947. Its num 
ber of retail establishments climbed 
from 101,065 in 1939 to 112,511 in 
1948 
New urban dwelling units auth- 
orized in the East South Central 
region during the first eight months 
of 1950 amounted to 30,183. This 
was a sharp rise over the 19,462 
residential units authorized in the 
area during the first eight months 
of 1949. 


Tennessee 





Highlights of 
EAST SOUTH CENTRAL 


Cotton farmers will prosper in 1951! 
as their short 1950 crops and the swelling 
defense and civilian demands will keep 
prices at high levels. 

The twin factors of industrialization 
and urbanization will continue to grad- 
ually swing the economy of the East 
South Central region into better balance. 
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West South Central 
Region 


Louisiana 
Texas 


Arkansas 
Oklahoma 


T ») THE West South Central 
section, World War II had the 
effect of a delayed action bomb 
Industrially, the 
start It 


plants 


area got off to a 


slow did not have the 


airplane and shipbuilding 
early wat 


the West 


almost ex 


from 


long 


K- 


benefit 
But before 
Central 


yards to 
orders 
South 
ploded into war activity 
plants were built in Ft. Worth, Dal 
las, Oklahoma City and 
building became the 


region 


big bombet 


ship 

the 
day in ports along the Gulf Coast; 
industry 


Tulsa ; 
order of 
rubber 


and a_ synthetic 


grew there, utilizing the region’s 


iatural 
the nation’s number one needs 


resources to meet one ol 
Today, as the nation once again 


girds itself for defense, the plane 
building aspect of the last national 
emergency is likely to be repeated 
in the West South Central region 
A return to large-scale 
turing of synthetic rubber probably 
will not be long The 
region's whicl 
has taken root in its abundant sup 


manutac 


in coming 
chemical industry 
plies of petroleum and natural gas, 
is certainly due for further expan 
Other industries are sure to 
move into the area to take advantage 
of another of its offerings: wide 
open spaces which afford safety in 
wartime dispersion of industry. And 
as the most 
times, military 
particularly 


sion. 


sign of the 
training 
fields 
re-opened or expanded to 
an important phase of the 
tion program 

Credit for the West South Cen 
tral’s wartime industrial 

due largely to developments in 
Texas. Among the industries in 
that state which more than doubled 
their employment were machinery 


obvious 
camps 
flying will he 
arry out 


mobiliza 


successes 


metal and metal products transpor 
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Highlights of 
WEST SOUTH CENTRAL 


Aircraft plants, ship yards, synthetic 
rubber plants, and chemical plants built 
during World War II are on hand to 
benefit from early defense orders. 

Despite a sharp rise in manufacturing 
activity, the West South Central region 
is still basically agricultural. Beef, lamb, 
cotton, and grain futures look very good. 











tation equipment, and chemicals 
The continued growth of this type 
of manufacturing is probably the 
key factor underlying the area's 
post-war progress. Only in Arkan 
sas did comparatively small in 
creases occur in non-agricultural 
income over the 1946-49 period. 

But despite a sharp percentage 
rise in manufacturing activity, the 
West South Central region is still 
basically agricultural. Its economic 
ups and downs are mainly reflec 
tions of the demands for its beef, 
lamb, cotton, grain, etc. And in 
the near future at least, the pros 
pects for these products look very 
good indeed 


1950 Performance 


Over 8 per cent of the national 
total electrical wholesaling business 
for 1950—a little less percentage 
wise than 1949—was done by elec- 
trical supply houses in the West 
South Central region. On the basis 
of this performance, the area still 
ranked sixth among the nine U. S. 
regions in the wholesaling of elec- 
trical goods. 

The West South Central section 
gained 1,473,047 persons between 
1940 and 1950, raising its popula- 
tion from 13,064,525 to 14,537,572 
This represents a per cent of change 
of 11.3—somewhat below the na- 
tional rate of increase of 14.5 per 
cent. Arkansas and Oklahoma both 
registered population losses. 

The largest post-war increases in 
per capita income payments to in- 
dividuals were in the West South 
Central states of Louisiana, Okla 
homa and Texas where gains ex 
ceeded 20 per cent. The latest 
figures available from the U. S 
Dept. of Commerce put per capita 
income payments in these states, and 
Arkansas, as _ follows: Texas, 
$1,205; Oklahoma, $1,068; Louisi 
ana, $1,002; Arkansas, $778 

In the 1939-47 period, according 


60 


to the most recent Census of Manu- 
factures, the number of manufactur- 
ing firms in the West South Central 
region climbed from 9,509 to 13,175. 
Retail establishments increased 
numerically from 159,768 in 1939 
to 168,628 in 1948. 

Residential 
82,711 authorized 
dwelling units during the first eight 
months of 1950 as compared with 
the 46,704 authorized in the first 
eight months of 1949. As is the 
case with the rest of the regions, 
the actual number of houses started 
in the West South Central section 
will probably run about twice the 
number of units authorized 


was in 
urban 


construction 
terms of 


Mountain Region 


———— 


MONTANa 


+ 
| Bano 


Montana Idaho 


Wyoming Colorado 
New Mexico Arizona 
Utah Nevada 


AR production per se did not 
boom in the spacious but 
sparsely populated Mountain region 
during the last world war. Demand 
for the area’s agricultural products, 
however, climbed steeply in that 
period. Logically, this past would 
pattern for the 
present national emergency 
Though the chances are against 
munitions plants suddenly mush- 
rooming all over the Mountain re- 
gion, this could happen. It de- 
pends on what develops from the 
new emphasis being given industrial 
migration and decentralization as 
the U.S. prepares against the pos- 
sibility of atomic warfare. If indus- 
try responds to calls to decentralize 
manufacturing operations, then the 
Mountain area might grow some 
more factory smokestacks in a 
hurry. 


seem to be the 


Augmenting the possibility of 
more industry moving into the 
Mountain region soon is the area’s 
recent record of a striking relative 
growth of the non-farm part of its 
In the post-war period, 
from non-agricultural 
Mountain 
dramatic rates. 

But for the present at least, the 
Mountain area remains one of the 
most agricultural of the nine U.S 
regions and one in which farm in 


economy 
incomes 
sources in the section 


have advanced at 


come is most volatile. Good or bad 
the differing em 
phasis within the area placed upon 
meat animals, wheat, corn, cotton 
and vegetables as sources of income. 


times reflect 


1950 Performance 


Farm from the sale of 
livestock and livestock products for 
the first eleven months of 1950 were 
about the 1949, but re- 
ceipts from vegetables, wheat, corn 
and cotton were reported especially 
low last year as compared to 1949 
because of decreases in the volume 
marketed. Of the eight states in 
the Mountain region, Montana and 
Colorado did_ best agriculturally ; 
these two made more money in the 
first eleven months of 1950 
they did in 1949. 

Electrical wholesaling firms in the 
Mountain region accounted for a 
slightly smaller share of the indus- 
try’s national total sales volume in 
1950 than in 1949. Last year, the 
area’s portion was in the neighbor- 
hood of 3 1949, it 
The 1950 


Mountain sec- 


receipts 


Same as 


than 


per cent; in 
was closer to 4 per cent 

result the 
tion in last place among the nine 
regions as far as electrical whole- 


retained 


saling sales volume is concerned, 
but the area’s share was less than 
a percentage point under the portion 
of the more than twice as populous 
East South Central 

In per cent of increase of popula- 
tion the Mountain region was sec- 


section 





Highlights of 
MOUNTAIN REGION 


Livestock and livestock products had 
@ good year while produce farmers did 
not fare as well. 

Although primarily an agricultural 
a‘ea, the Mountain Region has seen in- 
comes from non-agricultural sources ad- 
vance at dramatic rates. 
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ond to only the first place Pacific 
area. Between 1940 and 1950 the 
population of the Mountain region 
grew from 4,150,003 to 5,074,998, 
which means a per cent of increase 
of 22.3 per cent. The only state 
other than California to gain at a 
rate in excess of 50 per cent was 
Arizona. Nevada, Utah and New 
Mexico all had gains of more than 
25 per cent and, together with Ari- 
zona, form a center of rapid popu- 
lation growth. 

Half of the states in the Moun- 


Pacific Region 


OREGON 


Washington Oregon 


California 


FFECT of World War II on the 

Pacific region was almost to 
burst it at the seams. People pour- 
ed in from all over the country to 
staff the area’s speedily-built plane 
plants, chemical and 
metalworking facilities. At its war- 
time production peak, the Pacific 
region employed about 600,000 
persons in four principal shipbuild- 
ing centers and 300,000 more in air- 
craft plants. This war-born growth 
was of such magnitude that by 1947 
California had risen to eighth place 
among the states in number of fac- 
tory workers. 

Impact of the present defense 
emergency should be similar in some 
respects. Resumption of large- 
scale aircraft production is certain 
to be a mobilization aim; conse- 
quently, the Pacific region’s relative- 


shipyards, 


tain area had per capita income pay- 
ments that were above the $1,330 
U.S. average. These payments, ac- 
cording to latest figures available 
from the Dept. of Commerce, are as 
follows: Montana, $1,390; Wyom- 
ing, $1,481; New Mexico, $1,033: 
Utah, $1,213; Idaho, $1,221; Colo- 
rado, $1,386; Arizona, $1,165; 
Nevada, $1,731. 

Gains too in numbers of manu- 
facturing firms and retail establish- 
ments were registered by the Moun- 
tain regions during the war and 


ly dormant airplane manufacturing 
industry can expect a_ rebirth. 

West Coast shipbuilding too 
seems to be slated for a partial 
renaissance. The Maritime Admin- 
istration is hastening preparations 
for the construction of 50 fast new 
cargo vessels. Expectations are 
that this prograrh will bring about 
early reactivation of stand-by Gov- 
ernment shipyards in San Fran- 
cisco-Oakland area, Vancouver, 
Wash., and Alameda, Calif. 

One consequence of the return in 
the direction of a wartime footing 
could be the reversing of the post- 
war tendency of income payments 
to advance less rapidly in the Pacific 
region than in the nation. The 
basic factor behind this situation is 
the relatively small rise in the area 
of income from trade and service 
activities. In California the eight 
per cent increase in trade and serv- 
ice income from 1946 to 1949 was 
only half as large as that occurring 
nationally. 

But income from West Coast 
agriculture—the strong right arm of 
the area’s economy—held its own 
during the post-war period. In the 
first eleven months of last year, for 
instance, farmers in California, 
Washington and Oregon made more 
money than they did during 1949. 


1950 Performance 


A shade under 14 per cent—its 
1949 score—was the share of the 
national total electrical wholesaling 
business accounted for last year by 
electrical supply firms in the Pacific 
region. This percentage maintained 
the area’s status of third among 
nine U. S. trading regions in elec- 
trical wholesaling sales volume. 

Population increase is a category 
in which the West Coast’s 1940-50 
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post-war years. According to the 
latest Census of Manufactures, in- 
dustrial concerns there increased 
from 3,787 in 1939 to 5,142 in 1947. 
The number of retail establishments 
rose from 57,459 in 1939 to 59,689 
in 1948—a gain of 2,230. 

In number of new urban dwell- 
ing units authorized during the first 
eight months of 1950, the Mountain 
area recorded an impressive in- 
crease over its 1949 first eight 
months’ total. These respective 
scores were 26,846 and 15,650. 





Highlights of 
PACIFIC REGION 


Reactivation of an almost dormant air- 
craft industry and shipyards will result 
in a partial rebirth of the region's war- 
time industry. 

Farmers did well in 1950, should have 
another good year with the war emer- 
gency in effect. 











record is paramount. During those 
years its population shot up from 
9,733,262 to 14,486,527—a gain of 
4,753,265 persons and a per cent of 
increase of 48.8. California’s popu- 
lation growth was spectacular: it 
exceeded the combined gains of the 
New England and Middle Atlantic 
regions. This state now ranks sec- 
ond to New York in number of 
inhabitants whereas in 1940 it rank 
ed fifth. 

Recent per capita income figures 
for the Pacific states are as follows 
California, $1,665; Washington, 
$1,469 ; Oregon, $1,448 

Number of industrial establish 
ments in the Pacific region rose 
from 16,319 in 1939 to 24,127 in 
1947. According to 1948 Census 
of Business preliminary figures re- 
leased recently by the U. S. Dept. of 
Commerce, the number of retail 
establishments in the area advanced 
numerically from 155,568 in 1939 to 
163,791 in 1948—an increase of 
8,223. 

The 90,715 new dwelling units 
authorized for the first eight months 
of 1950 topped by far the record 
f 81,639 units authorized during 
the same period of 1948. The total 
for last year was 50 per cent higher 
than the 60,634 residential units 
authorized during the first eight 
months of 1949. 





News Notes from N.A.E. 


By Alfred Byers, Executive Secretary 


National 


Association of Electrical Distributors 





PYLE’S VIEWS OF N.A.E.D. 
IN THE PRESENT NATIONAL EMERGENCY 


President ‘Truman's declaration 
ot a 


cember 106, 


national emergency, on De 


1950, will necessarily 
tor all of 


will 


end “business as usual” 


us This tremendous change 
have a great impact on this indus 
seems to your 


try It reporter, 


therefore, that the greatest service 


render in this first 
W HOLESALIN¢ 
in 1951 is to inform you about the 
National 
f Electrical Distributors has played 
efforts to 


can 


this page 
issue of ELECTRICAL 


part which the \ssociation 


n the national security 

date and its expectations under the 
1 emergency Phe 
for that 


executive di 


declared national 


most competent 


story is N.A.]I 


Chas. G 


reporter 
D.’s 
Pyle, and he will 
speak to you—in print—for the bal 
ince of this page 

“N.A.E.D 


and 


successfully with 
contributed +o 
World 
Depression of the early 
World War II. In 
was still the original 


Supp \ 


actively 


stood, 
the national effort during 
War I, the 
Thirties, and 

World War | it 
Electrical 
tion 


lobbe rs \ssocia 


Prior to the Depression it 
had become the National Electrical 
Wholesalers Association; and so 
continued through World War II 
1949 when the present 
National 
Electrical Distril 


and until 


name oi \ssociation of 
uutors was adopted 
The important point made here is 
that, while different 
fill the last 42 vear 


three names 


record, it has 


been the self-same  organizatior 


throughout those eventful vears 
“Emergencies are nothing new to 
worth and 


this Associatior Its 


dependability as an agency of mu 
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tual aid and importance to the in 
dustry, the economy, and the nation, 
have been demonstrated under the 
terrific strains of the three greatest 
emergencies of the present century, 
or in recorded history for that mat 
ter. N.A.E.D. will give a vigorous 
account of itself this time too. In 
fact, it already has contributed con 
preparation for the 

defense program 
| firmly that N.A.E.D.’s 
efforts this time will outdo its pre 
vious splendid record because today 
nearly 
represent 


siderably in 
national 


present 


believe 


we are an Association of 


one thousand members 


ing, on a national basis, one of 
\merica’s most basic industries in 
every marketing center 
Chat is immensely 


considering 


important 
of the country. 
important when how 
national 
particularly one 
where a civilian economy must be 
the great 
est military preparation of all time 

‘The distributor 
scarcely known in government cir 
and at the 

His functions were 


and his 


vital distribution is in any 
emergency, and 


maintained in the face of 


electrical was 


cles outset of 


prior to 
World War I] 
nusunderstood exist 
ence was in severe jeopardy. Only 
igorous efforts by the then NEWA 
through a few of its staunch officers 
and members changed that attitude 
ultimately 


very 


However, it was a long, 

But, 

the 
indis- 
functionary, re 
quiring proportionate consideration 
with essential 


and often discouraging, job 


government's recognition of 
electrical distributor as an 
pensable economic 
other segments of 
our econmy, was adequate compen 
sation for the untiring efforts made 


Overt the long period 


“Meanwhile, educational activi 
ties of N.A.E.D. concerned them 
selves with acquainting various gov 
ernment officials of the variety of 
indispensable services required in 
our modern complex economy and 
the growing reliance upon the dis- 
tributor as the dependable expert 
The 
and the 
Department of Commerce are two 
those 


those services 


Defense 


in providing 
Department of 
agencies where educational 
efforts 
fruitful 

“The Department ot 


have been welcome and 
Defense is 
charged with enormous responsi- 
bility. It requires, and should re- 
ceive unquestionably, every possible 
assistance in doing its colossal work 
N.A.E.D. has offered its aid and as 
a result has established an Electri 
cal Distributors’ Public Relations 
Committee for Cooperation with the 
It is ex- 
this Com 
mittee will provide the Department 


Department of Defense 
pected that the work of 
of Defense with essential industry 
information and that, at the same 
time, the industry will be informed 
of direct measures it can take to be 
effective in the present all out effort 
to preserve our heritage under the 
Bill of Rights 

“More than two years ago Secre- 
Depart 
the 
suggestion to appoint an Advisory 
Wholesale Trades 
Since then that committee has held 
Washington, 
called to discuss wholesaling condi- 
the Secretary’s benefit. 
Through this particular group, and 
association with the gov- 


tary Sawyer of the U. S. 


ment of Commerce adopted 
Committee of 
several sessions in 
tions for 


ts cle SE 


(Continued on page 71) 
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ONE OF A SERIES 


With a controlled economy 
likely for the next years, 
the electrical wholesaling 
concern that builds its sell- 
ing efforts on the solid 
of 
the National 
Electric Co. has done for 
the past 38 years — will 


foundation customer 


service — as 


strengthen its position as 
an essential factor in the 
defense production effort 


SALESMAN Bob Hunter, of National Electric Co 





. calls on an industrial customer 


SERVING AMERICAN INDUSTRY 
IN PEACE AND IN WAR 


UST as in the case of a lifeguard 
at the beach, rescue work is a 
specialty of the National Ele 


Passaic, N. ] 


nearly 900 industrial firms in Pas 


tric Co., of Serving 
saic, Essex and Bergen Counties in 
northern New Jersey, this electrical 
wholesaling firm is called upon al 
most daily to render emergency 
service to one or another of its ac- 
counts. 
These accounts 


are primarily 


By George Ganzenmuller 


small to medium-sized manufactur 


ing plants of the type that abound 


in the Garden State's northeastern 


ilso include such 


Known 


tier. They large 
firms as the 
Wright United 
States Botany Mills, 
Inc., Curtiss Propeller Division, Al- 
len LB. DuMont 


nationally 
\eronautical Corp., 
Rubber Co., 


Laboratories, Inc., 
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and Forstmann \W ool 
them are lo 
the National 
managers of 


ered that 


Most ot 


ustomers oO 


en Co 


ng -time 
| lectric Co Years ago, 
these concerns discoy 


come breakdowns or hig! 
F 


National 
counted upon t 


i 


water, Electric could be 


quickly deliver the 
d to keep 


replacement parts neede 


production rolling 


These same managers and pur 


that Na 


mect their not 


chasing agents also know 


tional Electric can 
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FLEET of trucks owned and operated by National Electric Co. speeds service to local industrial plants. 


mal needs for electrical equipment 
by speedily delivering from stock the 
necessary sizes, types and quantities 
of products, which, if ordered di- 
rectly from the manufacturer in- 
stead, would entail endless paper 
work and delays. In short, they have 
been trained into a state of depend- 
ence on the National Electric Co. 
for all things electrical. 

The development of this customer 
attitude has been nurtured over a 
38-year period by the National Elec- 
tric Co. Now, with the country or- 


ganizing to meet a new national 
emergency and a rapid acceleration 
of defense production, the import 
ance to an electrical wholesaling firm 
of a good customer relations record 
takes on added significance. Such a 


record can the conversion of 
the wholesaler’s facilities and efforts 
into channels that directly satisfy 
production de 


ease 


defense —- or war 
mands 

Behind the electrical dependence 
on the National Electric Co. by 
hundreds of industrial plants from 
Newark to Pearl River is the driv 
personality of its 
president, Clifford Justesen. He has 
been with National Electric for 28 
years, literally growing up with the 
firm which was founded in 1913 by 
his still-very-active father, Just Jus 


ing force and 


tesen. 

Usually the first to arrive at the 
office in the morning, Cliff Justesen 
is generally on the job by 7:30 a.m. 
His business telephone provides a 
good index of his activity. Within 
the space of 15 minutes, between 
8:45 and 9:00 o’clock one morning, 
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he received no less than four calls. 

His home telephone also rings 
for other than social calls. It is list- 
ed in the Bergen-Passaic telephone 
directory as National Electric’s 
emergency number for nights, Sun- 
days and holidays; and its use for 
this purpose is not infrequent. One 
Sunday morning recently, Cliff Jus- 
tesen’s relaxation was interrupted 
by an emergency call from the Cur- 
tiss Propeller Division at Caldwell, 
N. J. Dropping his children off 
at Sunday school first, he hurried 
over to his warehouse. There he 
picked up the necessary supplies 
and delivered them personally. 

If it were not for services such 
as this that the National Electric 
Co. provides for its customers night 
and day, every day of the year, 
many thousands of man-hours of 
labor would never be performed. 
And the sales-building effect of such 
services multiplies as the nation 
moves into a new era of defense pro- 
duction 

What made this emergency deliv- 
ery to the Curtiss Propeller Division 
possible, among other things, is a 
warehouse full of the products of 
electrical manufacturers 
from all over the country, including 
one supplier nearby in Passaic and 
another 2,000 miles away. The men 
at Curtiss Propeller knew this ; they 
also knew that it would take days if 
not weeks to get directly from the 
manufacturer what they needed that 
Sunday morning. So they took the 
quickest and least expensive course: 
they picked up a telephone, said a 
words to their electrical whole- 


scores (¢ if 


Tew 


saler, and within an hour or so, 
got exactly what they needed 

What applies to emergency deliv- 
eries also applies to all services pro- 
vided by National Electric. That 
company’s competent telephone and 
counter service, for example, didn’t 
just happen. It has been built of 
years of experience and is provided 
by trained personnel who know hun- 
dreds of products and their uses, as 
well as electrical codes and _ local 
rulings. 

By fully utilizing the facilities of 
the National Electric Co., the in- 
dustrial customers of that firm have 
been able to solve countless produc- 
tion and maintenance problems at 
minimum cost. And conversely, the 
continuing opportunities to help cus 
tomers iron out difficulties is what 
makes the electrical wholesaling 
business all the more interesting to 
Cliff Justesen, for as he puts it: 
“You can’t go stale on it. You are 
faced with different problems every 
deg.” 

He communicates this enthusiasm 
for solving and selling to his entire 
organization, and particularly his 
four outside salesmen. Well and con- 
tinuously trained, these apparatus 
and supply salesmen know products 
and their applications, and work in- 
telligently with customers on their 
problems every day. 

National Electric’s past is one of 
solid achievement for its customers ; 
consequently, its future is secure. It 
is ready today to go to work tomor- 
row providing for the maintenance 
and repair of defense plants on a 
24-hours-a-day, 7 days-a-week basis. 
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Receptacle 
more 


Here’s the easy-to-wire Range 
you've been waiting for! No 
pieces to lose — not a single one! This new 

tS range receptacle is shipped with wire 
clamps and terminal screws backed out 
(screws are spun over, of course, so they 
can’t fall out). All you have to do is to put 
the wires in position — and run in the large 
head, extra size binding screws. There's 
plenty of room to use pliers, if you wish, to 
place cables under the husky terminals. 
Cover breakage during installation is elimi- 
nated because the cover and block have self- 
positioning aligning ribs and grooves — dis- 


k »0se 


} 


tortion of back plate or clamp will not affect 
alignment of cover. The cable clamp closes 
the opening completely regardless of size of 
wire used, as now required by the Under- 
writers’ Laboratories. Mounting screw is re- 
tained in the cover, starts readily and easily. 
And heavy phosphor bronze contacts with 
large radius on ends permits easy insertion 
of range receptacle cap. The new P&S Range 
Receptacle meets or exceeds all REA and 
Federal specifications and carries Under- 
writers’ approval. See it, try it, buy it today 
from your P & 8S Wiring Device distributor! 


vite today for full information about 


P&S devices and the famous inter- 
changeable P&§ DESPARD Line. 


f 


7 J 
please 
turn 


| page 











use 
iv Ss, 2 o 
RS Range 
jenty 


pliers 
ve 


“ new &- 
sP 
Receptacle allow 


Cable clamp closes opening com- 
pletely — regardless of size wire 
used, as now required by Under- 
writers’ Laboratories. 





PASS & SEYMOUR, Inc. 


92 Boyd Avenue Syracuse 9, New York 





Sales Meeting 
Briefs Staff 
On Ways To 
Sell And Aid 


j +. 
SALES staff of National Electric Co. enjoys pre-sales meeting dinner at the 
Riverview Inn. Left to right: John Parsons; guest George Krueger, of Benjamin 


Electric Mfg. Co.; Clifford Justesen; Bob Hunter; Nick Alles; and Roy Boehmer 


A r least on F ontl sales 
‘ meetings are held by the Na 
tional Electric Co. These meetings 
are attended by both outside and 
counter salesmen, and warehouse 
men as well 

At these meetings, sales problems 
are hashed out in an informal fash 
ion and overall sales campaigns are 
planned. New products are dis 
cussed ; new warehousing technique 
suggested 

Clitt Justesen makes 
to have a manufacture 
resentative present at ach meet 
ing, thereby permitting briefing 
of his staff on a complete line of 
procucts and their applications 

bre sent at this parti ular sale . 
meeting Was (treorge 


ieee } ; the Benjamin Elect 
MEETING sstarts with introduction QUESTION is quickly raised by John 
by Cliff Justesen of George Krueger, Parsons, National Electric's salesman 
who is well-known to most of group. covering Passaic County industrials. 


liscussed his cot 


THOSE attending the meeting, including sales and warehouse personnel LATEST product information is presented by Krueger, 
(only part of group is shown above), heard the Benjamin representative who knew what points to cover, having once been a sales- 
congratulate them on the sales job they were doing on his firm's line. man with Silk City Electrical Supply Co., Paterson, N.J 
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Wholesaler Helps 
Keep Plant Power 
Systems Tip-top 


| pw of National Electric's industrial cus- 
F tomers of long standing is The Hamersley 
Mig. Co., waxed paper producing firm of Garfield, 
J. The components that make up the complex 
electrical Hamersley plant 

1 Electric 


equip 


equipment in the 


part by the National 


large 
maintain this 
1i0ob 


hen, helping to 
Nati 


mal Electric’s 


. look over manual controller, also sold by National 
Electric, on paper feeding machine. On the lookout . . . 


. he points out to Powell information on carbon 
brushes as contained in catalog. 


66 


Call ends with... 


ie 
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mn 
CALL at Hamersley Mfg. Co. first takes Clifford Justesen and William 


Powell, Hamersley's chief electrician, out into the plant to check the 
d.c. motor control on a paper waxing machine. Next they 


. for sales opportunities, Cliff Justesen checks the carbon brushes 


on a motor generator. Noting the need for new ones in near future . . 


. Cliff Justesen taking inventory with electrician Carmine DeRosa. 
These steps act to insure working order of plant’s electrical system. 
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Wholesaler’s 
Emergency 
Delivery Is 
Production 
Lifesaver 


3:40 Salesman Bob Hunter receives 3:45 Counterman is busy with cus- 
. 

telephone call from customer - tomers, so he pitches in and 
requesting emergency delivery gets item in order from shelves 


3:50 With aid of salesman John Parsons, Bob Hunter lo- 3:58 While warehouseman John Nowicki loads completed 


cates another of the special order items in warehouse order into his car, he heads for the driver's seat 


4:30 He unloads order upon arrival at destination—the 4:31 Mission accomplished, he hands over emergency de- 
» General Corrugated Machinery Co. in Palisades Park. . livery to grateful Joe Miller, production foreman. 
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N.P.A. Order M-1 
(Amended) 


unendment ol the 
provides rules for 


il scheduling 


recent 


yy al 
} 
} 


or steel. Its purpose 


equitable distribution 


is to provide 


of rated orders among all steel pro 
lucers of the particular products in 
possible maximum 


order to make 


production and to reduce to a mini 
mum the disruption of normal dis 


tribution 


if ‘ 

N.P.A. Order M-2 
(Amended) 

The NPA has issued an amend 
ment to its rubber order which will 
reduce natural rubber consumption 
28 per cent in January and Febru 
ary from the November level, but 
civilian rubber 
it approximately 90, 


will maintain total 
consumption 
O00 month by the use of 
iIncréeasin supplies of 


her 


tons a 
synthetic rub 

lhe amended order requires that 
camelback be produced during Jan 
same 
rubber 


uary and February in the 


proportionate rate to new 
consumption as was produced dur 
ing the year ending June 30, 1950 
Camelback is used principally for 
tire recapping 

This will provide material for a 
major conservation effort in rubber 
through the 
NPA 


new 


recapping of present 


tires, said 
that a 


px pular size requires 11 pounds ot 


It was explained 
passenger car tire of 
new rubber plus a fabric and bead 
wire, while a retread job which will 
often double the life of a 
juires only five pounds of camel 


tire re 


back, of which five per cent is nat 


ural rubber 
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N.P.A. Order M-6 
(Amended) 


This amendment applies to steel 


provides rules to 


in obtaining supplies of 


listributors and 


assist tl 


1) 


steel for carrying out their normal 


functions. It requires steel pro 


allot 
ments of steel for purchase by steel 


lucers to establish regular 
distributors based upon their aver 
age monthly purchases over an es- 
tablished base period 


N.P.A. Order M-7 
(Amended) 

NPA Order 
consumption of alu 
to 65 
cent of the base periad during the 
first six months of 1951. The order 
was amended to provide for a less 
abrupt change in January and Feb 
January usage is permitted 


M-7 specifies that 
non-defense 
limited 


minum is to be per 


ruary 
at 80 per cent of the base period. 
February at 75 per cent. No change 
| March and sub 
sequent months, although the NPA 
that 
supply 
may 


has been made for 


it is closely following 
defense de 
immediate 


warns 
available and 


mands and issue 


changes when necessary. 


N.P.A. Order M-14 

NPA Administrator William H. 
Harrison announced steps to assure 
supplies of primary nickel for our 
rearmament program, 
and also to provide for equitable 


expanding 


distribution of the remaining quan 
tities for non-defense purposes 

‘As in the case of other metals 
where similar steps have been taken, 
today’s action on nickel was made 
necessary because of rising de- 
mands placed against limited sup- 
plies,’ Mr. Harrison said. 

The limits all con- 


new order 
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nickel for 
during — the 


sumption of primary 


non-defense purposes 


first quarter of 1951 except tor 


maintenance, repair and operating 


supplies—at 65 per cent of the aver 
during 


1950 


age quarter] consumption 


the first six months of 


N.P.A. Order M-15 

NPA issued an order M-15 which 
permits, beginning January 1, 1951, 
the non-defense production and use 
of zine products at an average quar 
terly rate of 80 per cent of the pro 
duction or use during the first six 
1950 


months of Use of zine prod 


ucts in any single month during a 
calendar quarter may not exceed 40 
per cent of the total permitted for 
the quarter 

Use of zinc or zinc products for 
maintenance and repair work under 


beginning December 1, 


will be 


the order, 


1950, limited during each 


period to the average 
dur 


half 


six months 
amount used for this 


purpose 


ing the hase period—the first 


of 1950 


N.P.A. Order M-16 


This order provides for the con- 
tinuous flow of copper scrap into 
normal channels of distribution. It 
enumerates the copper 
scrap which may be delivered to 
refineries, makers, copper 
wire foundries, 


types of 


ingot 
mills, brass mills 
etc. 

The order provides that no per 
son other than producers of copper 
raw materials may melt or process 
copper scrap originating in his own 
plant unless approved by the NPA 
It also states that such scrap may 
be disposed of only to scrap dealers, 
refineries and others authorized by 


1951 





today’s order to accept delivery of 
such scrap 


N.P.A. Order M-17 


This order is designed to assure 
the distribution of certain electrical 
for both defense and 
maintenance of the nation’s com 
munications system, aircraft safety 


components 


and other essential users of elec 
tronic equipment. 

This order places a ceiling on the 
number of defense rated orders for 


electrical components and 
parts that 
quired to accept. 
prevent 
distribution to 
equalizing the distribution of de 


certain 
manufacturers are re 
[ts purpose is to 


unnecessary disruption of 


civilian users by 


fense orders among the electrical 


component and = parts manufac 


turers 
rhree 


types of components are 


covered by the order which stipu 


lates the percentages of his output 
1; 


which each manufacturer must « 
vert to filling defense orders 

The types and percentages are 

Pressed steatite electrical ceramic 
products—15 per cent ceiling. A 
20 per cent ceiling is also provided 
for extruded and machined steatite 
electrical ceramic pre ducts 

Electronic tubes (except power 
tubes) if produced by only one com 
pany—50 per cent ceiling—if pro 


duced by two or more companies 
25 per cent ceiling. 
Fixed composition resistors—25 
per cent ceiling. 

Current production of receiving 
tubes is running at an annual rate 
of approximately four hundred mil- 
annual production of 


lion while 


fixed composition resistors is run 
ning at the rate of approximately | 


and a quarter billion 


General Activities of NPA 
@ Spokesmen for the communi- 
cations equipment industry 
plained to NPA that suppliers of 
component parts are failing to de 


com- 


liver supplies necessary to ordinary 
nation’s com 
munications They asked 
for a recognition of the industry's 


maintenance of the 
system 


essentiality and a priorities system 
either ranking below that of the 
military or included in it 

Mr. Harrison stated that MPA 
recognizes the fundamental essen- 
tiality of communications—includ 
ing telephone, telegraph, commer- 
cial radio and cable—and assured 


the industry that supplies must 


somehow be made available’ tor 


maintenance. He cautioned, how 


ever, that this assurance did not in 


any way cover expansion 
National Production Au 
and the 
jointly 


e@ lhe 
thority 
\dministration 


Defense Power 


released a 
cover 


memorandum of agreement 


ing major electric power equipment, 


as follows 

1. In the implementation of its 
responsibility for electri power! 
\dmin 


' 
to the 


supplv, the Defense Power 


shall 


manufacturers of 


istration have access 
electric 
equipment for t 


power purpose 


of obtaining manufacturers’ order 
boards and discussing with produc 
problems in 


tion personnel — the 


volved in necessary rearrangements 
will 
Admin 
| 


ics 


order boards This 


of such 
enable the Defente lower 


istration to review the schedu 
determine the possibilities of 


schedules to con 


and 
adjusting these 


form with desired completion of 
major electric power projects, with 
in the jurisdiction of the Defense 
Power Administration 

2. When such action 
the National 
will be responsible 


of such directives as mav he 


is required, 


Production Authority 


Issuance 
neces 


sary to the power equipment manu 


facturers to effectuate such changes 


» To facilitate the carrving out 
this agreement, the National Pre 


\uthority 


trom its 


duction 


Consultant Power Equip 


ment Division to the Defense Power 
\dministrator’s staff 
be located with the 


staff and 


This man will 
Defense Power 
\dministration’s will act 


as liaison officer between this staff 


and the Power Equipment Division 
of the National Production Au 
thority 

action to 


@ Temporary provide 


some cadmium itnmediately for cer 
highly 


and plans for a 


tain essential non-defense 


LISS longer-range 


program to stretch supplies of this 


commodity to meet both defense 


and other important requirements 
liscussed at a meeting ot the 


Ady mory 
National 


were 


Cadmium Industry Com 
mittee with officials of the 
Authority 

is used widely 
other metals and for 


industrial 


Production 

Cadmiun for elec 
troplating 
other 


purposes, and has 


special corrosion-resistant qualities 
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will assign a top 


Cadmium is found in zinc-bearing 


ores, and is produced largely by 
yinc smelters 

In discussing plans for a longet 
range program cadmium 
distribution, both the industry com- 
NPA that an 

be developed which 
Establish cadmium in 


up a 


covering 


and agreed 


should 


mittee 
order 
would: (1) 
ventory controls, and (2) set 
specific list of permitted cadmium 
Such a list was in effect 
World War I! was 


pointed out 


usage 


during 


meeting of an advisory com 
electrical 


@ lhe 
mittee 
apparatus and supply wholesale dis 


representing the 


tributors as well as the meeting of 
representing appliance 
distributors NPA is re 


ported in the news section of Eire 
WHOLESALING on 


a commiuttes 
with the 
page 45 


TRICAI 


task 
tool 


@ formation of a 
the metal cutting 


group of 
industry ad 
isory committee to recommend a 
program for curtailment of the use 
of tungsten by the industry was an 
nounced following a with 
the NP \ 

NPA 


that 


meeting 


officials advised the 


shifts 


com 


mittee from the use of 


tungsten steels to allovs made of 


and other substitutes 


will have to be made 


molybdenum 
Production 
substitutes to 


of these replace tung 


sten in steel allovs is now being 


expanded 


fuse in 
asked 


in obtain 


@ Members of the electric 
lustry 


the NPA for 


Wy delivery of 


advisory committee 
issistance 
badly needed sup 


plies of copper and zinc because of 
the essentiality of the fuse industry 

NPA officials said essentiality of 
that 


done 


the industry was obvious and 


everything possible would he 


to prevent any curtailment of pro 


duction that might slow the mobili 
zation program 

both 
basis of use during the 


1950 is 


metals on a 
first half of 


members 


Distribution of 


inequitable said 


} 


ecause this was a period of de 


pressed volume in the industry 


NPA officials suggested that indi 


1 


vidual companies fil 


appeals for 
adjustment of the base period if 
volume justify 


their patterns of 


appeals 
@ Growing defense 
per, aluminum 


needs for cop- 
steel and other vital 
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materials will affect the manufac 
ture of electrical household appli- 
ances, radios and television sets, 
officials of the NPA told representa 
tives of the industry. 

The distributors informed the 
NPA that shortages have already 
developed in some lines. The most 
serious shortages at present are 
radio and television tubes, electric 
irons, gas and electric ranges 


Four Problems to Study 


\ “task group” of seven mem 
hers was set up to make recom 
mendations to the NPA on the 


following problems 


I 
1. Equitable distribution of scarce 

appliances by the wholesale dealers 
2. Protection of the interests of 
dealers in case of possible future 
freeze” orders such as were issued 

during the last war 

2 ] 


3. Providing for furnishing ap 


pliance s to disaster areas 
4. Immediate stop on production 
of color television equipment during 
the emergency to conserve mate 

rials, manpower and skills 
Immediately following the meet 
ing the task group met and unan 
imously adopted a resolution that 
‘all consideration of production of 
devices intended for 


equipment to be used 


ompone nts or 


the receivin 


tor color television reception he 
postponed until such time as mate 
rials and components shall be in 
safe adequate supply to meet the 
requirements of the present emer 
gency 

NPA officials assured tl 


€ 
ory committee that it was tl 


eir aim 
to provide first for defense needs 
second for maintenance and repair 
of appliances now in’ consumers’ 


hands, and third for the equitable 
distribution of new appliances 
Members of the committee ex 
pressed concern over the possibility 
that manufacturers might tend to 
concentrate their future production 
in high priced lines, eliminating 
many of the low-cost appliances 
which form the bulk of retail sales 
\lready the electrical appliance 
manufacturers are simplifying de 
signs, developing substitute mate 
rials and cutting down as far as 


he use of scarce coy 


possible on t 
per and aluminum, NPA officials 
said. (Members of this important 
industry advisory committee are 
given in the ELectricaL WHOLE- 
SALING news section on page 45.) 
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IT TAKES A HEAP O’ WIRING 


It takes a heap o’ lightin’ in a house to make it home, 

So there ain’t too many shadows and you never have to roam 
Through a d—im and musty cellar, trippin’ over hose and spade, 
To a corner conserve cupboard for the jam that Mother made. 


Oh, it takes a heap o’ lightin’ in a house to make it home. 


masnesnennnnnnentiniionenensll 


When Mother’s in a hurry and the plugs are all too few. 

The coffee’s gettin’ colder while the toast is bein’ charred; 

When she’s warmin’ up the coffee, then the toast is gettin’ hard. 
While Mother’s in the kitchen and Father’s in a foam, 


Oh, it takes a heap o’ wirin’ in a house to make it home 


Oh, it takes a heap o’ outlets in the livin’ room and hall 

For the radio and vacuum and the table lamps and all 

The other modern fixtures that no livin’ room should slight, 

For a room that’s built for comfort should be cheerful, neat, and bright. 
Now a dim and greasy igloo may be just the thing in Nome 


But it takes a heap o’ lightin’ in a house to make it home. 


There’s just one time in life when the lightin’ may be dim— 
When the livin’ room is cozy and there’s only her and him, 

When the folks are in the driveway and he’s reachin’ for his hat 
And she’s wipin’ off the lipstick—but I’m much too old for that. 
Though I always will remember when footloose I used to roam 


That it took a heap of lovin’ in a house to make it home 


But those days are gone forever, and today I'd like to see 

A playroom in the basement and a workshop for me; 

Home movies in the parlor, yes, and television, too; 

All sorts of kitchen gadgets and everything that’s new; 
And the house completely wired from cellar up to dome— 


Today it takes a heap o’ lightin’ in a house to make it home 


W. C. Richardson 


(Reprinted from “Contacts” Bulletin 
of North Central Electrical industries, Inc.) 
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News Notes from N.A.E.D. 


(Continued from page 62) 


ernment’s department most con- 
cerned with the nation’s trade and 
commerce, real progress has been 
made in making the distributor a 
really permanent member of the 
business family, as Washington 
understands it. Electrical distribu 
tion is one of the very few indus 
tries on Secretary Sawyer’s Advis 
ory Committee having two members 


on it, namely myself and Al Byers COMPLETE é USE THE AUSTIN 
Recalling that during World War 5-LAMP 
II, trade association executives were ASSEMBLY ‘ ALUMINUM CLUSTER LIGHTS! 


never permitted to serve on advis 





ory committees of the government, 
this present arrangement is really CLUSTER COMPLETE 
ae ae SPLICE = = 3-LAMP 
“Since the Korean situation con ; . 
; plage ae ae sagt ages . BOX ae ASSEMBLY 
fronted us, the Department of Com # 
merce also was assigned the task of 
organizing and manning the Na -) 
tional Production Authority. Gen CLU-5 
° . . cL. 
eral Harrison, soon after assuming =e 
> “hair . D4 f Tp > . 3 
the chairmanship of NI A called a 3 3 No. CLU-150 
general conference of representa 6 tapped holes, 2 plugged. Built-up 
M center post keeps screw from wires. : 
. , : ane Self-centering hole in post for easy == With CLUA-3 
Sawyer’s Advisory Committee. Once screw insertion. Terminal Box 


; Lamp Holders 
tives of wholesale trades and 


again it proved encouraging to learn 
that distribution is very much in the 
planning of NPA’s program. In 

fact, the day of that conference was 2 INCH : CLUSTER 
devoted to a quite complete explora POLE : TERMINAL 
tion of the distributing industry FITTER é BOX 


from a national security standpoint 





. msgs , ? For upright or 
N.A.E.D s president, Mr. W. G : i © horizontal posi- 
(Jim) Peirce, Jr., was one of the > tion—one, two, 
three principal speakers on that - or three lamps 
occasion “sont tem Can be used on 
“Several sub-committees held ra — top of CLU-5 
— ae and splice box for 7- 

CLUA-21 ¥2" close nipple. lamp combina- 

tion. 


meetings later that same day and at 
the dinner at Washington that eve 
ning submitted realistic resolutions 





for General Harrison’s considera 
tion on matters such as regulations 


CLUSTER SPLICE BOX 
trol, Prices and Wages, and Priori FOR 7 LAMPS 


ae, LA Pp 
ties and Allocations. It happens — " 
€ catio appen ; Mh 


that I served as Chairman of the 


to cover Manpower, Inventory Con 


combined sub-committees on Priori 
ties and Allocations and a gratify 


ingly large and representative group 
of distributors from a number of 


industries attended our session Cutay, _ Body with 7 drilled holes, 5 in 
“One highly important outcome y Wat, No View top and 2 plugged in back. 


of that whole conference has been 
the appointment last month by NPA 
of several new advisory committees coe Se ates 
for specific industry groups. One /4e TH GB. Austin Compan 
committee was appointed for Elec- NORTHBROOK IiLINO 

trical Apparatus and Supplies, and | 


WRITE FOR INFORMATION AND PRICES 
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Longer lamp life! Longer profit margins! 


sell AMPLEX 
SPOTS AND FLOODS 


YOU GIVE your lamp customers today’s biggest values with Amplex 
Spots and Floods. The inside surface of these reflector lamps is pure 
silver. Their sealed-beam reflectors can’t get dirty . . . never need 
cleaning . . . always maintain maximum brilliance. And pure 
silver is, of course, the finest commercial reflecting surface 
available today. 

Amplex Spotlites are widely used for store window and 
interior display lighting and are the perfect lighting 
source for all forms of highlighting. Amplex Floodlites 
provide a wider beam pattern for larger display 
areas. Both come in a complete range of wattages 
and bulb types . . . and they're all premium 
built for longest service life. 

Amplex advertising is rapidly boosting the 
demand for these superior lamps. 


Get the full story right now. 


Write Amplex 
Corporation, Dept. 

A-1, 111 Water Street, 
Brooklyn 1, New York. 


AMPLEX 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodlites, Industrial 
Infra-Red Heat Lamps, Vibration and Rough Service Lamps, Street Lighting Lamps, 
Traffic Signal Lomps, incandescent lamps, Fluorescent Tubes, Display Accessories. 


another for Radio, Television and 
Electrical Appliances. A number of 
active N.A.E.D. members were ap- 
pointed to serve and some non- 
members also were appointed. My 
personal opinion is that these com- 
mittees will prove very beneficial to 
NPA because every appointee is an 
experienced distributor and a pa 
triotic American as well. 

‘Last month’s edition of this 
publication publicized the appoint 
ment of Mr. Luther Shank as Chief 
of the Electrical Section of the 
Building Materials Division. Ap- 
pointment of two more well known 
persons in this industry is pending, 
as this is written. They will occupy 
responsible posts in NPA dealing 
with the industry's distribution 
problems relating to the national 
emergency 

“Then, of course, the news of the 
vear was last month's announcement 
by President Truman of his ap 
pointment of G.E.’s president Chas. 
FE. Wilson as Director of the Office 
of Defense Mobilization. NPA’s 
status will be affected by this an- 
nouncement but, at this writing, it 
is reasonably obvious that the prog 
ress NPA has made in organizing 
our nation’s economic and produc- 
tive forces will be effectively inte 
grated into the over-all program 
under Mr. Wilson’s capable and 
experienced direction 

“World War III is a ghastly con 
templation. All Americans devoutly 
pray it can be avoided. Being real 
ists they are not discounting its 
imminence and are making vigor 
ous preparations for defensive meas 
ures. The electrical industry 1s a 
very potent factor No favors will 
be sought or expected in this plan- 
ning by any phase of that great 
industry 

Yet, to all electrical distributors 
it should be reassuring to know that 
their importance in the defense 
preparations is fully recognized by 
those who are charged with the 
grave responsibility of having our 
defense at the peak of efficiency at 
the earliest possible moment. It 
should be vital to their sense of 
\mericanism and industry respon 
sibility also to be assured that then 
national association, N.A.E.D., will 
strive to do everything it can to 


promote our country’s defenses 
while protecting the industry it has 
so capably represented for 42 


years.” 
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(Continued from page 47) 


manship of the new Defense Mobiliza 
tion Board 

Mr. Cordiner, who has been associ 
ated with General Electric for 24 years 
and has served as manager of five of 
the company’s departments during that 
period, has been executive vice president 
of the company since 1949 

He has been continuously connected 
with the electrical industry since his 
undergraduate days at Whitman College 
in Walla Walla, Washington, his birth 
place. His first position was on a part 


time basis with the Pacific Power and 


Ralph J. Cordiner 


Light. Co. From money earned selling 
electrical appliances he worked his way 
through college, graduating with honors 
in 1922. That same year he was made 
commercial manager of a division of the 
Pacific Power and Light Co. His record 
was such that in less than a year he was 
offered a position with the Edison Gen 
eral Electric Appliance Co. with head 
quarters in Portland. Five years later 
he became northwest manager in Port- 
land and in 1930 moved to San Francisco 
to become Pacific Coast division manager 

When the heating device section of the 
Edison General Electric Appliance Co 
was transferred from Chicago and con 
solidated with General Electric’s appli- 
ance and merchandise department in 
Bridgeport in 1932, Mr. Cordiner went 
with the section as manager and chairman 
of the management committee 

In 1938 Mr. Cordiner was associated 
with the company’s appliance sales, when 
he succeeded Mr. Wilson as manager of 
the appliance and merchandise depart 
ment In 1942, Mr. Cordiner entered 
government service as director general ot 
war production scheduling and vice chair- 
man of the WPB. He re-joined General 
Electric as assistant to the president in 
1943 and was elected vice president in 
February, 1945. 


The post-war years saw a close asso 


Bae 


You'll go places with Amplex Swivelites . . 


BEST PRODUCT! 
BEST JOBBER POLICY! 


AMPLEX SWIVELITES give you full jobber 
margins! Amplex Swivelites are holding the 
price line! And on top of that, Amplex Swiv- 

elites are available right now! . . . Swiv- 

elites are the most modern and adap- 

table—the easiest to install—the most 

economical lighting fixtures ever 
designed and marketed. They re 

the most profitable line for 
you because they're the best 
buy for your customers... 
Amplex Swivelite ad- 
vertising is building 
demand, and fast! 

Get the full story 

right now. 











WRITE TODAY... 


Amplex Corporation, Swivelite installation by Mutual Equip- 
Dept. A-1, 111 Water ment and Supply Company, Chicago, 
Ilinois, in new premises of Sherman- 


Street, Brooklyn 1, Karpen Furniture Company 
New York 








4 
Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotli and Floodli Industrial 
Infra-Red Heat Lamps, Vibration and Rough Service Lamps, Street Lighting Lamps, 
Traffic Signal Lamps, Incandescent Lamps, Fluorescent Tubes, Display Accessories 
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IS FAST TURNOVER IMPORTANT? 
ARE GOOD MARGINS NECESSARY? 
IS VERSATILITY DESIRABLE? 

IS REPEAT BUSINESS NECESSARY? 
IS PRODUCT NAME IMPORTANT? 


If you answer YES to all of these questions, only General 
Electric time switches can meet your requirements. A fast- 
moving, high-profit line, they assure good resale and 
greater Customer satisfaction. Stock only two types 

and fill almost all your customer’s needs. 


Type 1-47 


Inexpensive, efficient control for circuits 
requiring one ON-OFF operation during 
24-hour period. 

* Minimum 5 minutes, 
maximum 22 hours 
between ON-OFF 
operations. 
Removable operating 
mechanism for easy 
installation. 
Automatic or manual 
operation. 

Extra set of dial riders 
available for second 
ON-OFF operation. 
Inexpensively priced 
at $10.98". 


Type T-27 
The complete time switch equipped to 
handle practically any job. 
*Up to 12 ON-OFF op- 
erations in 24 hours. 


* All forms of contact 
arrangement avail- 
able. 

*Astronomic dial 


available to follow 
dusk-dawn schedule. 


*kOmitting device 
available for skip- 
ping certain days. 


* Priced from $25.50". 


Both switches feature large, silver, snap-action contacts... 
the ever-reliable, permanently lubricated Telechron® motor 

. convenient wiring space and standard knockouts. 

Your customers are assured of years of dependable and 
efficient service with G-E time switches. They know they can 
put their confidence in General Electric. 

To satisfy your customer’s many needs for electrical timing 
—and to keep your customers satisfied—stock G-E time 
switches. Order now from your local G-E office. For further 
information, write for Bulletins GEC-535 (T-27) and GEC- 
578 (T-47), Section 603-114 Apparatus Dept., General Electric 


Co., Schenectady 5, N. Y. 


"List Price 


GENERAL (96) ELECTRIC 


ciation between Mr. Cordiner and_ the 
retiring president in the planning of a 
new company organizational structure 
This planning resulted in a vastly ex- 
panded plant and the decentralization of 
General Electric’s diversified lines into 
integrated departments 


Graybar Appoints 
Branch Managers 


NEW YORK—Appointment of two 
new branch managers in the Graybar 
Electric Company's New York district 
was recently announced by Herbert Metz, 
district manager 

John T. Porter, former manager of the 
firm’s Albany house, has been transferred 
to Rochester, New York in the same 
capacity. Frank C. Sweeny, formerly 
manager, telephone sales and broadcast 
equipment sales for the New York dis 
trict, has been appointed manager at Al 
hany succeeding Mr. Porter 

Mr. Porter, a native of Johnstown, New 
York, joined Graybar as a warehouseman 
at Buffalo in 1936. He was a service clerk 
and salesman before becoming managet 
it Albany in 1948. A graduate of Bucknell 
University, he served in World War II 
is an army lieutenant 

Mr. Sweeny is a graduate of Massa 
husetts Institute of Technology He 
joined the company as a street lighting 
specialist in New York City and worked 
in Office sales and as a salesman before 
entering the army as a captain in 1942 
Soon after his return from service, he was 
made manager f broadcast equipment 
sales at New York and in 1948 was given 
the added responsibility of managing tele 


phone sales 


Federal Names Four 
To Sales Positions 
CLIFTON, N. J.—The Federal Tele 
phone and Radio Corp. of this city re 
cently appointed Welsey | Wilson as 
Chic ago sales representative of its 
Selenium-Intelin division. 
Mr. Wilson has long 
with radio-TV component sales He 
was formerly associated with the North 
American Philips Co., the Crosley Corp. 


been identitied 


and the Cinaudagraph Corp. Mr. Wil- 
son’s territory includes the state of Illi 
nois and southern Wisconsin 

\t the same time, three new sales 
engineers, L. J. Totten, Henry T. Hag 
erty and Thomas M. Garretson, were 
added io the sales engineering depart 
ment of the company’s Selenium-Intelin 
division 

Mr. Totten, prior to joining Federal 
in 1943 a; a rectifier equipment engineer, 
was associated with the Jersey Central 
Power and Light Co. for 14 years. Mr. 
Hagerty comes to the firm from the Fan 
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steel Metallurgical Corp Previous to 
that he was with Wesley Block and Co 
Mr. Garretson was formerly with Amer- 
ican Transformer Co., Fansteel Metallur- 
gical Corp. and the Curtis Manufacturing 


Lo 


Local Electric Industry 
Aids New York Charity 


NEW YORK-—The electrical industry 
recently held its annual dinner for the 
Federation of Jewish Philanthropies of 
New York, here at the Hotel Pierre 
Michael Siegel, business representative 
of Local 3, International Brotherhood of 
Electrical Workers, AFL, was the guest 
of honor 

Efrem A. Kahn, chairman of the in- 
dustry’s drive on behalf of the federation’s 
116 member hospitals and welfare institu 
tions serving the metropolitan N. Y. area, 
announced that the federation needs $20 
000,000 to “wipe out waiting lists” for 


medical care and social service 


Silex Appoints Two 


HARTFORD, CONN William S$ 
Cary, Jr., for 16 years district manager 
for The Silex Co. in New York City, w: 
recently named district sales manager f{ Jf . 4 If; 
Sarsite of Maw July, Sobesy te ae | ‘ie Stymie 
announcement by Frank E. Wolcott, gen 
eral sales manager of the company. Wil 
lam Mathesius, Jr will take ver the 
management of the New York district 
Mr. Mathesius was formerly connected 
with The Silex Co. in 1946 and 1947. He 
was then sales assistant to Mr. Cary in 
the New York office. Since that time + Quick starts 
he was with The Martin Co., manufac 


+ No starters or starter troubles 


turers’ representatives for many leading 


1OUSE e lines 
houseware lin + Lowest fluorescent maintenance 


+ Easy-to-handle—one man can get, 
it through a door 


+ Single pin—simple to change 


+ Available in every two and four 40W 
fluorescent fixture in the entire GUTH line 


For full details, call your nearest Guth 
resident engineer or write 


PRINCIPAL speakers at a _ recent 
meeting of electrical appliance dis- 
tributors of North Carolina and Vir- 
ginia held in Charlotte, N. C. were 
left to right) Alfred Byers, execut.ve 
secretary of the NAED, and Charles G. 
Pyle, NAED executive director. Chat- 
ting with the association executives 
is Brevard Merritt, sales manager 
of Mill Power Supply Co., Charlotte. 


THE EDWIN F. GUTH COMPANY / ST. LOUIS 3, MISSOURI 
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Chicago Assn. Plans 
Industrial Exposition 


FULLMAN CHICAGO—The Electric Association 
of Chicago has scheduled for April of this 
year what, according to the association, 
is expected to be by far the largest indus 

Pp R oO D U i T S trial electrical exposition ever held in the 

Midwest 

The board of directors of the associa 

tion, headed by its president, Axel H 

Kahn, General Electric Supply Corp., has 

approved of this endeavor; and an indus 

try committee, under the chairmanship of 

John McC, Price f the Allen-Bradley 


Co., has its planning well under way. 


“Latrobe” Products Cut 
Time and Labor Costs 


The show, which will be strictly limited 
to the exhibition of products manufac- 
tured for the construction and industrial 
fields, will be held at the Sherman Hotel 


"Latrobe" Floor Boxes and Wiring Specialties are 
simply and compactly designed for speedy installation 
and smooth, effective service. The ease with which 
"Latrobe" Products are installed results in tangible 
dollars and cents savings over similar products. 


here during the week of April 2. Partic 
ipation in this enterprise will be limited 
to manufacturer members of the associa- 
tion and such other manufacturers as are 
represented in the Chicago area by agents 
holding membership in the association 
Industry leaders serving with Mr. Price 
on the show committee include: H. A 
Bamiord, Fairbanks, Morse & Co.; J. M 
sennan, Jefferson Electric Co.; W. H 
Joyce, Delta-Star Electric Co.; Ralph ( 
Dean, General Electri Co.; Frank I 
Koucky, Westinghouse Electric Corp. ; 17 
W Milligan, Pyle-National Co.; and 
George Mvers, Trumbull Electric Co 


No. 252-R Two Gang Adjustable 
Floor Box 
” ” pi Neat and practical with No. 208 Re- 
No. 470 Latrobe Pipe or ceptacle in one section. One Cover 
Conduit Hanger Plate has '/."' flush brass plug; other 
Convenient and dependable for hang- has 2 
ing pipe or conduit '/,"", %" and | 
to steel beams up to %"' thick. Permits 


pipe to run at any angle to the beam T 
~ 


No. 150 Floor Box, No. 207 No. 280 Nozzle, No. 200 
Nozzle Cover Plate 

Soundly constructed with 4/, Has 10 Amp. 250 Volt Receptacle 

Cover "late and large Adjusting in Brass Housing, mounted on '/2" 

Ring No. 215. Can be very quickly brass pipe extension 3 long 

installed Longer extension if desired 


a 


“Bull Dog” Insulator Keystone Fish Wire 
$s rt Made of finest grade flat steel wire 
wy tgp properly tempered to give the de 
Safe and sure for clamping porce sired stiffness and springiness. 10 
lain or glass insulators to exposed sizes in 100, 150, and 200 ft. coils 
stee| framework. Four sizes 


Sold Only Through Wholesalers 


Wesco Appoints Four 

NEW YORK—Paul W. Horn was re 
cently appointed to coordinate major ap 
pliance sales plans for the Westinghouse 
Electric Supply Co. in eastern Pennsyl 
vania, southern New Jersey, Maryland 
and Delaware Mr. Horn succeeds the 
late J. L. Greene in this position as mid 
dle Atlantic district major appliance fac 
tory representative 

At the same time fred J. Eaton was 
appointed Wesco's lamp sales supervisor 
for the company’s Carolinas district A 
veteran of 27 years with the organiza 
tion, Mr. Eaton’s headquarters will be in 
Charlotte, N. ( 

Two branch managers were also ap- 
pointed by the company Harold Koenig 
was appointed manager of Wesco’s New- 
burgh, N. Y., branch while Charles E 
Spaduzzi was appointed manager of the 


rm’s Miami branch 


Employes Honored 


LUMBUS, OHIO—Nineteen em 
ployes of the Electric Power Equipment 


ie i eM MM 


Co.. of this city. who have been with the 


company for 20 years, were recently hon 


A N' M ¢ 0) oved at a dinner meeting here in_ the 
ANUFACTURING o Southern Hotel According to the com 
pany’s president, A. B. Weinfield, the 


LATROBE . . . PENNSYLVANIA occasion marked the organization of the 


firm’s 20-Year-Club 
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KENNETH A. SAWIN has been ap- 
pointed to the position of general sales 
manager for the Wheeler Reflector Co. 
of Boston, Mass. Mr. Sawin previous- 
ly served as manager of engineering for 
the company, being in charge of all 
design, development and engineering 
of their industrial and commercial 
lighting products. 





Winnipeg Wholesaler Buys 
British Columbia Firm 
VANCOUVER, B. ¢ The J. H 


Ashdown Hardware Co., electrical whole 
saling firm of Winnipeg, Manitoba, re 
cently purchased McLennan, McFeely & 
Prior, Limited operating wholesale, 
hardware, furniture, electrical, and allied 
warehouses and retail stores throughout 
British Columbia 

There will be no change in the opera 
tion of the McLennan, McFeely & Prior 
organization, as business will continue 
under the name of Mc & Mc in British 
Columbia, an abbreviated trade name for 
practical purposes 

Mc & Mc had its start when R. P 
McLennan and E. J. McFeely, two Vic 
toria, B. C., tinsmiths, hit the Klondike 
gold rush trail after previously selling 
supplies to north-bound gold seekers. Mr 
McLennan later became Mayor of Daw 
son City and opened a retail store there 
with Mr. McFeeley as his partner 
Colonel E. G. Prior, who at the time 
of his death in 1920, was lieutenant- 
governor of British Columbia, formed 
the business of E. G. Prior & Co., in Vic 
toria. As time passed, the two firms were 
eventually merged as McLennan, McFeely 
& Prior, Ltd 

J. H Ashdown Hardware Co. was 
established in Winnipeg in 1869 and will 
now have wholesale and retail outlets 
in all parts of Canada from Ontario west 
The company also owns two subsidiary 
organizations, the Saskatoon Hardware 
Co., Ltd. Saskatoon, Sask., and the 
Appliance Finance Corp., Ltd. Winni 
peg. Besides H. C. Ashdown, president, 
other officials of the company include 
R. Romans, buyer, manager of the elec 
tric department; and A. Kyle, sales 
manager. 


Here’s why it’s 


Good Business 


— a sell “ FANS 


No chrome plating, no fancy shaped blades—just 
sturdy, rigid, easy-to-install fans designed to move the 
most air for the lowest overall cost—that’s the reputation 
“Buffalo” Fans have earned with commercial and indus- 
trial users during 73 years. By the same token, that’s why 
“Buffalo” Fans are so easy to sell, and why they STAY 
SOLD, building long- 


term goodwill for you! 


s 


TOP PHOTO— 

“Buffalo” Belted 

Vent Sets are com- 
pact “package” unite for quiet 
centralized ventilation, in moder- 
ate sized buildings. Easy to in- 
stall. 


WRITE FOR BULLETIN 3720. 





LEFT—the very popular and 
low-priced “Buffalo” Breezo Fan. 
Nothing flimsy about it. All set 
for easy installation in wall, 
where stale air needs to be ex- 
hausted. WRITE FOR BULLE- 
TIN 3222-F for facts on this and 
other fast-selling “Buffalo” 
Fans! 


< 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Branch Offices in All Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS’ BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “L” BREEZO FANS “NV” BREEZO FANS 
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201-N., E. Plier 


5233 Kiein-Kord 


If you've ever been up on a 50-foot 
stick when your life depends on the 
quality of the belt and safety strap 
you use, you will appreciate the high 
quality and care that is so much a 
When 
there can be no com- 
Old 


know that Klein equipment has stood 


part of all Klein equipment. 
life’s at stake, 
promise with quality. timers 
for quality in linemen’s tools and 
equipment—‘“‘since 1857.” 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard Electric Corp. 
New York 


If you have not received 
a copy of the new Klein 
Pocket 
write for one. It will be 





Tool Gu ide, 


sent without obligation. 


WELTER Mathias Wg OE EN cons & Sons 


3200 BELMONT AVENUE CHICAGO 18 ILLIN 


ELECTRICAL 





THREE 
Electric Power Co. were recently hon- 
ored for 50 years of service to their 
company at a dinner given by the 
Electric League of Milwaukee. The 
honored men (left to right) are: Nels 
C. Christopherson, superinten- 
dent of the company and league secre- 
tary for 25 years; Albert C. Meisen- 
heimer, assistant purchasing agent, and 
Fred V purchasing agent. 


employees of the Wisconsin 


sales 


Benz 





Wiring Conference 


'Set For Cincinnati 


ymotion 


nanutat 


| Estate Stove Company 
Acquires Toledo Desk 


NEW Y¢ 
subsidiary of N F lect orp 
centiy acquired the ledo Desk & Fix- 


Maun 4 hio, manufacturers 


Desk, which has annual sales 
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$4,000,000, 
vately owned company sinci 
in 1873. It will continue under the present 
management with Frank Crook, Jr., 
of the founder, as president and general 
manager. According to Cecil M 
vice president of Estate Stove, 
pany will continue to manufacture kitchen 
cabinet equipment. 

Operations will be expanded as Noma 
investment in 
and manufacturing equipment 


in excess of has been a pri- 


its founding 
son 


Dunn, 
the com 


plans a sizable new tools 


G.E.’s Nela Park Xmas 
Display Bright As Ever 


CLEVELAND 


most spectacular 


One of the nati 
utdoor Christmas light 
ing displays, involving the us« 


25,000 lamp bulbs 


of approx 
mately d for 
holiday season on 
Nela Park, |! 
tric’s Lamp 
17th to be 

intended by 


»pen 
December 9, here < 
veadquarters of General Ele 
Department. The 
constructed 
G.E. to 
products 


lisp! 
display 


lighting and chniques 
Christmas decorating 
1950 display 


Along the dri 


Theme of the was “Santa's 
Workshop a 
the brightly i 
figures of “Santa's Helpers’ 
ess of carrying packages, 


eway throug! 


arl - > 
park were 18 luminated 


in the pro 
ornaments, and 


strings of lights to be hung on the larg 


Christmas tree 
figure of the display was 
fabricated tree 


at the 


Central 
60 feet high and 28 feet 
in diameter widest point. The tre 
with 


which reflectec 


was completely covered 

feet of metal 

from thousands of lamps 
Unique to outdoor Christ 


tions were 


5.400 square 


fol, 1 


460-VOLT 
THREE PHASE SERVICE 


@ The demand for power circuit trans- 
formers is increasing rapidly because 
higher voltage main circuits mean 
greater use of these transformers to 
step down the voltage for lighting, 
portable equipment, and controls. 


Our records definitely show that 
where Wholesalers have carried ade- 
quate stocks, to meet every 


emergency need, sales have 


a immediately increased. 


JEFFERSON 
TRANSFORMER 
— 


me 


« ——— 
A | pane 

ia = = = 

i jt 115-V MOTOR 


—_ 


OOOTT OOO 


LIGHTING 
circuit 


—pir- 


115-V APPLIANCE 


JEFFERSON 
TRANSFORMER 


Jefferson Transformers are of the dry 
type and may be mounted on woll, 


S| FAN 
460-V QO 


MOTOR O 


post, or directly on the machine to sup- 
ply 115-230 volt current to lights, con- 
trols, relays and other small electric 
equipment 


Only A Small Stock Meets Wide Requirements 
Two initial assortments of quick moving transformers are suggested 
below. Do not continue losing sales! Order Stock ‘A’ or ‘“B” today. 





Cotalog 
Number 
240-201 
240-211 
240-221 
240-231 
240-241 
240-251 
240-261 
240-401 
240-421 


ORDER THE STOCK THAT BEST MEETS YOUR REQUIREMENTS 
JEFFERSON DRY TYPE 


\TRANSFORMERS 


JEFFERSON ELECTRIC COMPANY « Bellwood, Illinois 
In Canada: Canadian Jefferson Electric Co., Lid., 384 Pape Ave., Toronto. 


"A" Stock “BY Stock Transformer 
Number of — Number of — Capacity 
10 50 VA 

_ 75 VA 
100 VA 

150 VA 

250 VA 

500 VA 

750 VA 

1000 VA 

2000 VA 





460/230 
Volt 
Primary 
230/115 
Volt 
Secondary 


50/60 
Cycle 





CENTER of the G. E. Xmas display. 


helping Santa 
they were made of a 
covered with plastic of 
shower curtains. Each 
tained 23 light bulbs 

each just t the 
two months t 


About three feet high, 
f wire framework 
the type used for 
little figure con- 
Taking 12 hours 
over, figures required 
build. 
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@ “WIRE-NUTS” ® 
and WIRING TOOLS 
“Wire-Nuts” — the patent- 
ed*, solderless, tapeless 


BIG IDEAL CAMPAIGN STARTS 


CASH IN ON INDUSTRY’S SPEED- 
UP!... MILLIONS OF ADVERTISING 
MESSAGES HELP YOU SELL MORE! 





@ Month after month, millions of times a year, 


your customers see IDEAL advertising . . . 


in the 


leading industrial magazines they read and through 
IDEAL’S huge direct mail program. They know 


IDEAL and how IDEAL products hel 


them do a 


better job at lower cost. This hard-hitting, con- 
tinuous campaign works for you two ways: It makes 
your selling job easier and faster. In addition, every 
order and inquiry received by IDEAL is channelled 
through IDEAL Distributors—and they add up to 


hundreds every month! .. . 


1951 will be a banner 


profit year for IDEAL Distributors who cash in 
aggressively on the IDEAL sales that are theirs for 
the taking. Right now, determine to get your share 
of this liberal mark-up business. 


wire connectors—have been the con- 
tractor’s and industry’s standard for 
over 26 years. Wiring tools include: 
B-X cable cutters — voltage testers— 
fish tape, reels and pullers—fuse re- 
ducers—fuse clip clamps—test lites— 
fuse pullers—cable rippers—joist bor- 
ers—wire skinners. 

*Pat. No. 1,933,555 


@ THERMO-GRIPS ® 


Resistance heating prin- 
ciple soldering tools that 
make difficult soldering 
jobs in production or main- 

« tenance easy. Sizes for 
every job. 


- 


@ WIRE STRIPPERS 
Production: Brush — foot- 
operated — bench—rotary 
and lever types. Also fa- 
mous “‘Stripmaster” hand 


i type. 


t 





@ CLEANERS 
Hand-type vacuum 
cleaner — sprayers — 
blowers — dryers — pop- 
corn blowers — curry 
combs. All-purpose 

tank-type cleaners for indus- 
trial cleaning, scrap-collec- 
tion, water pick-up. 


@ MOTOR MAINTENANCE 
EQUIPMENT 
Commutator and slip ring re- 
surfacers—commutator clean- 
ers—brush seaters— precision 
grinders — mica undercutters 
— commutator saws — coil 
winder drives and heads—in- 
sulation testers—growlers. 


@ MACHINERY PRODUCTS 
Live centers to speed and im- 
prove lathe output — electric 
etchers — dust collectors — 
tachometers — demagnetizers. 


Sold Through America's 
Leading Distributors 


IDEAL INDUSTRIES Inc., Sycamore, Illinois 


Ventilation Guide 
Made Available 


DETROIT - 


builders, dealers, and interested users, a 


Designed for architects, 
“Residential Ventilation Guide” was re- 
cently offered by the Propeller Fan Manu 
new guide 
overs the use of mechanical ventilation 


facturer’s Association. The 
in the home 

“Attic Ventilation 
Code,” the booklet fully treats the latest 


Superseding _ the 
fan developments and discusses the choice 
ot proper fan size, location, and proper 
While the language 


saiety precautions 
used is not technical, illustrations are used 
to assure complete clarification of the 
subjects covered. Also included in the 
guide are definitions, simple formulas, ex 
hanges 


amples, and table of air 


The guide may be obtained from the 
Manufacturer's Associa 


Detroit 26 


Propeller Far 
tion, 2159 Guardian Building 


Micl 


Mfr. Expands Facilities 
CHAGRIN FALLS, OHIO 


Plasti Cor] 


Johnson 
manufacturer of “John 


sonite” plastic pipe an 


{ 1 extruded plastic 


1 , ] ¢ ] 
industrial products, recently purchased 


larger lant facilities and equipment 
hich will more than double its produc- 
city 

uated here on Brown Road, the plant 
covers 25,000 square feet and is located 
on three acres of land The previous 
Johnson plant, also located in this city, 
will continue to operate as part of the 
Zach K. Wal- 
anager and W. F. Miller, 


Jr. is sales manager of the company 


overall company facilities 


dron is general n 





NATIONAL award for advertising 
was recently won by Burndy Engineer- 
ing Co., New York. Responsible for 
the dual award are (left to right) Ted 
Granvenson, Burndy Engineering ad- 
vertising and sales promotion mana- 
ger, with National Industrial Adver- 
tisers Assn. award; and Adrian Price, 
assistant advertising and sales promo- 
tion manager, with Direct Mail Ad- 
vertisers Assn. award. 
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NAMED recently to head the conven- 
tion and exhibit section of General 
Electric's lamp department in Cleve- 
land was Ira S. Meckly. Mr. Meckly 
has had wide experience in the exhibit 
field, having been associated with the 
company’s apparatus department in 
Schenectady, N. Y. His most recent 
assignment was in connection with the 
G.E. “More Power to America” ex- 
hibit train now touring the nation. 





Steber Announces Folder 

On Protective Lighting 
BROADVIEW, ILL The Stebet 

Manufacturing Co. of this city recent! 

made available to all indu 

tives an illustrated prospectus 

various methods of 

industrial plants, storage yards, et 

against sabotage, subversion and espion 

age. The folder emphasizes the importance 

of adequate outdoor lighting necessary for 

ample night protection. It was designed 





primarily for manufacturers interested 


in obtaining government contracts 


Canadian Wholesaler 
Opens New Branch 
iat Mickiat dothailies tom 05 on FUSE CLIPS e NEUTRAL BARS e 


city, marked its 25th anniversary recently 


hy opening a branch on Vancouver Island SHADING COILS ™ FABRICATED 


adding to the local plant and increasing 


ge op ortadhgrerthg: or TUBES and other items 


business was founded 


CONNECTORS e 


Gough in 1925 under the name of Gough 





& Thomas. Mr. Gough came to Canada 


from England as an accountant for Lever 


‘ 
P 
Bros. after being discharged at the close Standard and 
f the first world war. He entered tl . ° 4k . 
o : ( ’ e entered the Special Ty pes 
electrical business in Vancouver in 1922 - 
His son, L. G. Gough, was named man 


ager of the new Vancouver Island branch Thev're all RIGHT cy 
at 85 Chapel Street, Nanaimo IN . C 1] P P E R T U B E 


é ey’re all right here 

Paton is business manager of the com and they satis : & ' & PRODUCTS 
seny, with P. Holliageworth as sales in this color-illustratec . NC. 
manager 80-page manual. 


The firm was recentiy appointed Brit 


ish Columbia distributors for Clare Bros WRITE TODA Y ar 5746 Mariement Ave. 


& Co. Ltd., Federal Wire & Cable Co 
Ltd., Allied Engineering of B. C. Ltd get your copy. 


Leland Electric Canada Ltd. and Solex CINCINNATI 


Co. Ltd 
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Mr. Wholesaler: 





THE WM. PENN SLIMLINE INDUSTRIALS contain so many good features they will be 
bought—liked—and bought again—for industrial use. Features include: 


Rapid and easy installation—all types of mounting—individually or continuous rows. 


2. Ends have tabs for adjustable chain hanging, knockouts for switch and pipe 


mounting. 


3. Units furnished in 200 or 430 M. A. 2, 3 & 4 tubes 
4. Drop reflector is readily detached for cleaning and maintenance by quarter turn 


of wing nut. 


THE WM. PENN 106 COMMERCIAL is ideally suited for schools. Contains such 


features as: 


1. Specially constructed fin type louvre with 35% cut-off. 


Cut-off can be varied up to 45°. 


Curved plastic side panels fan the light to take advantage of all reflecting surfaces. 


Available in 96" and 48", slimline also 





—_ 


WRITE FOR | 
CATALOG 


- Contains ful 
information on Wm 
Penn Fixtures. 


Wm. Penn fixtures are nationally advertised—are tried 
and proved. There is a complete line—every style care- 
fully designed to assure the latest and most modern in 


lighting fixtures. 


Wm. PEN 


FLUORESCENT LIGHT MER. 
1429 S. 23rd St., Phila. 46, Pa. 





FIRST of the nation’s all-purpose syn- 
thetic rubber plants to be reactivated 
under the government's expanded rub- 
ber program started production re- 
cently in Port Neches, Texas. It 
started 20 days ahead of schedule. The 
huge plant, designed to produce 60,000 
long tons a year, was thoroughly mod- 
ernized by engineers of the United 
States Rubber Co. so that it will pro- 
duce more than 72,000 long tons a year 
when operating at peak load. 





Fla. Wholesaler Names 
Two Branch Managers 


rAMPA, FLA.—M. O. Hollis, secre 
treasurer of Raybro Electric Sup 
Inc. recently announced the appoint 
»f Gordon Prida sales manager 
n’s Jacksonville branch. Mr 
Raybro in Jackson 
ber of years, where he 
‘ ot igl ti LZ sale > 

At the same time, Mr. Hollis named 
Jack Key as sales manager of the com- 
pany’s Miami branch. Mr. Key has spent 
a number of years with Raybro serving 

in an assigned sales territory 
Both men will be responsible for all 
sales in their respective branches, whicl 
will include: supply, utility, industrial, 
{ 


lighting tixture and merchandising sales 


Build Better Dealers With 
Both Feet On The Ground 


DETROIT-—-A new book by George 
laubeneck, editor of Atr Conditioning & 
Refr ration News, written expressly for 
the appliance dealer, has just been an 
nounced 

This new book illed “Both Feet on 
the Ground, The Appliance Dealer's 
Handbook,” covers every phase and angle 
of merchandising, selling, and operations 
of an appliance or specialty business 

The book is available from Conjure 


House, 450 West Fort, Detroit 26, Mich 
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thousand men identified with the refrig 


Refrigeration Conference * 
Attracts Nearly 2,000 n enw re 
LONG BEACH, CALIF.—Nearly two 
‘ 
eration industry journeyed here to attend 


the recent 1950 West Coast Refrigeration 
and Air Conditioning Educational Exhibit 
and Conference held at the Long Beach 


Municipal Auditorium 

Che three day conference was a decid 
ed success from every standpoint. The 
conterence was sponsored by the Refrig 
eration Equipment Manufacturers Asso 
ciation with annual conventions being he!d 
at the same time in this city by the 
Refrigeration Service Engineers Society 


> . : ; If chis Housing ever 
and the Refrigeration and Air Condition F Breaks or Distorts we 
ing Contractors Association . will replace it Free 


Educational displays were furnished by 
67 of the leading firms in the refrigeration 
Rt@nID Booths 
| 918-920-922 
motion pictures, and illustrated lectures be: if : at the Plant 
completed the program , Maintenance 
Show — 
Cleveland 
Jan. 15-18 


industry. Talks by experts in the field, 


Mitchell Names Ad Mgr. 
CHICAGO— Mitchell Manufacturing 
Company of this city recently named 
Howard G. Haas as advertising and sales 
promotion man: Mr. Haas was for 
merly associated wit! ronet and Es 


jure magazines 





“ORDER : 
SHERCO STAPLES his Work-Saver 


NOW FOR PROMPT Frilentt> gets 


Save SERCO customers for you 


ge —and keeps ’em! 


C "You can take my 
( ZA word for it—I've 
> ail been used on 

thousands of jobs @ You’!! find no substitute for the smart-working, sales-making 


and go into those qualities that have made FRITZQ1D the world’s most popular 
Hard Woods eas- 


ily without bend- 
ing, pulling out, 


t 





pipe wrench. Breakproof housing, full-floating hookjaw with 
handy pipe scale, replaceable heeljaw, adjusting nut that spins 
easily in all sizes, 6’’ to 60’ comfort-grip handle — these plus the 
FRiGeaib name mean more sales and more customer satis- 
faction for you. Feature these popular tools for extra sales now. 


or splitting the 





wood." 


Insist on Genuine SHERCO 
Staples. They are packed clean | | . 
and dry. Write for full particu- : 

lars iden ’ J 


@ Distributed through Electrical . ere 
Wholesalers @ \ . 


SHERMAN FE. COMPANY, INC Work-Saver Five Tools a 


St. Lovis, Mo. 
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Only Jnlernational Fans Offer 
SPRING-SUSPENSION 
for quietness that SELLS 





NEW vice president in charge of sales 
for the General Cable Corp. is R. G. 
Bellezza. Mr. Bellezza was formerly 
in charge of cable sales for General 
Electric in Schenectady and more re- 
cently chief executive officer of Locke, 
Inc., Baltimore, a G.E. subsidiary. 





Colony Wholesale 
Moves To Brooklyn 


NEW YORK \ or \V holesale 
Electric Co n f this city, recently 
moved to new headquarters in Brooklyn, 
N. Y y located at 558 Hudson 
Street her the s new de Ss s 
1924 Ba 





e . 
A POWERFUL SALES FEATURE that no other fan can match . . . and it's - ‘ LIT Y J F -LOCK 


yours in every International fan! With all moving parts entirely cradled Adjustable 
in resilient springs, International fans entirely eliminate hum and vibra- 
tion — outsell all others by offering MORE FAN VALUE for YOUR BAR HANGER 
CUSTOMER'S DOLLAR: 
THE POPULAR MODEL C-20J) WINDOW VENTILATING FAN 

®@ Silent—floats on springs. 

@ Fits any window up to 44” width. 

® Powerful—big 20” blades move more than 3500 cfm per minute. 


® Guaranteed. 
® Beoutifully-styled cabinet. - 





I 





=) 
ll 
pended fans before you buy. We are in position to make deliveries immedi- Li 4 
ately with June Ist dating. Materials 
such as copper, steel and aluminum are 
practically unobtainable at the present 
time. We urge you therefore to see our 
new line, or write us for full details and 
prices so you can order as soon as 
possible. 


> \, 
See the wonderful new 1951 International quiet, exclusive spring-sus- F /\ (Fs \ ‘| 
\ f 
\ 








For Old or New Work 
AT THE SHOW No Beams to Notch 


See the complete line of Adjusts 12” to 18” 

Spring-Suspended Inter- Fast — Easy to Use 

national Fans fincluding the Write for Bulletin EW deseribing 

new Casement Window Fan) Porcelain insulators Snap-in- Blanks Line up 

on display—Room 512-A Washers, Boring Attachment. Hole Cutters, Solder 
- “ Dippers, Fish Tape. Box Supports, Wire Slip Stick. 

Furniture Mart, Chicago, III. 

















OIL BURNER CO. 


3840 Park Ave., St. Louis 10, Mo. 


SAINT Louis 


Dept. 36, 1144 W. Washington Bivd 
Chicago 7, Ilinor 





ELECTRICAL WHOLESALING—January, 1951 





General Lighting Appoints Wherever There's A Leader ve 


NEW YORK—William  Capitman . 
was recently appointed vice president 
in charge of sales for the General Light You Find The NAME BRANDS 
ing Co., of this city. The announcement 
was made by Harry Handler, president 
Mr Capitman’s former position was ac- 
ount executive for General's public rela- 


tions consultants, Schnall & Krug As- 
iates, also of New York 


OBITUARIES 


F, Kelly Enzor 

F. Kelly Enzor, 74, president of the 
F. K. Enzor Co., electrical wholesalers, 
Columbus, Ohio, died recently of a heart 
attack while driving home from a duck 
hunting trip. In the lighting fixture busi 
ness since 1916, Mr. Enzor established 
the F. K. Enzor Co. in Columbus in 1929 
Prominent in Masonic activities, he was 
also vice president of Washington Brew- 
eries, In lis wife and two sisters sur 
vive 


Burrell S. Manuel UNI-PACT BELL 


Burrell S. Manuel, 71, retired vice One thing you've found in your sell- 
president of Westinghouse Electric Sup ing experience—there’s no substitute 
ply Co., died in Los Angeles recently ‘ 36 : . 

ee ine Tee Meats Dead aneel for “Name Brand” dependability in 

keeping customers happy. That's 
why it’s important to sell the best— 
names like these! The illustrated 
T f p E S Y 0 H 0 n iT E Faraday Uni-Pact Bell is one quick- 
change unit of the famous plant sys- 
tem — just one of many systems 
that build business for you. Start now 
YOUR GUARANTEE anticipating your Customer's require- 
OF EXTRA VALUE ments—stock and sell devices and 


signals made by these top brands. 


MODEL SW-100 


There's an increasing demand for 
world famous Sperti Ultra-violet 
Sanitizers for use in hospitals, schools, 
public buildings, stores, rest rooms— 
wherever people gather. Sperti units 
purify polluted air, kill bacteria, 
reduce the possibility of group infec- 
tion and the spread of colds and flu. 
Model SW- 100 is just one of the many 
types available—some combined with 
incandescent light. Write for Sperti. 
Ultra-violet catalog. 


“The tape with the 
yellow core” 


GO “FIRST CLASS” 


‘Fahaday Inc. 


'D) ngon ADRIAN, MICHIGAN 


cae anther ond BELLS » BUZZERS - HORNS - C 
\ \ . . * CHIMES + ULTRA-VIOLET SANITIZERS + VISUAL 
friction and rubber tapes AND AUDIBLE PAGING DEVICES AND SYSTEMS 


Sold only through 
Recognized Wholesalers 
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GOING OVER BIG--.| 


| 


for Gymnasium Lighting | 


THIS FLUSH MOUNTED 


QUAD UNIT 
HAS THE 
LIGHTING EFFICIENCY 
AND DURABILITY 
THAT WINS 


FAVOR 


New Large Size: 750-1500 W. also 300-500 W. 


ASSEMBLY HALLS + + + ROLLER AND ICE 
SKATING RINKS « + + ARMORIES, ETC. ARE 
ADDED SOURCES FOR SALES 


WITHSTANDS SHOCKS AND ROUGH TREATMENT 
ENCOUNTERED IN GYMNASIUMS 


HERE ARE THE FEATURES THAT MAKE 
CUSTOMERS AND PROFIT FOR YOU - + ~ 


1. Design improved — 2. Serviced from above or 
below ceiling — 3. Detachable porcelain enameled 
reflector — 4. Angle iron plaster ring — 5. Adjusta- 
ble for variable ceiling thickness — 6. Dust tight glass 
cover optional — 7. Heavy wire guard — 8. Tops in 
appearance. 


Reflector is steel, porcelain enameled and is removable 
from the cast aluminum socket fitting. The latter is tapped 
at side for |/>-inch connectors for rigid or flexible con- 
duit. All units are complete with heavy tinned wire guard 
and may be ordered with or without glass covers. Also 
included are necessary nuts and bolts for attaching to 
ceilings of various thickness up to three-inch maximums. 


QUADRANGLE MANUFACTURING COMPANY 


32 S. Peoria Street Chicago 7, Illinois 


Burrell S. Manuel 


of the company from 1927 through 1945 
In 1945, he became Pacific Coast vice 
president and retired in 1947 
Joining the 905, Mr. Manuel 
came to Los ngeles after serving as 
sales manager of the organization’s San 
Francisco office 
Mr. Manuel was a member of the Na 
tional Association of Electrical Distribu 
tors, The Los Angeles Electric Club, Pa 
| cific Coast Electrical Association, and the 
Westinghouse Agents Distributors Asso 


lation 


Robert C. Price 
Robert C. Price, vice president of the 
Peerless Electric Supply Co., electrical 
wholesaling ndianapolis, Ind 
lied recently at the home of his daughter, 
I am, Kansas City, Mo 
r ) ndiana is for 45 years 
Mr. Price is also sur ed by two brotk 


MINERALLAC 
Perforated 


STRAP 


J 
Versatile Hanger Iron 
cw 
o¥ 
Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gauge electro-galvanized steel (also 
avoilable in Everdur, copper, brass or 
aluminum). Precision made — perfora- 
tions do not vary. *-in. holes on *s-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ft. straight lengths. Aveilable in other 
lengths also. 


Send for literature and prices 


Specify MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 


MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicago 7, Iinois 


MINERALLAC 
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MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


CLEVELAN D—tThe Adalet Manufac 
turing Co., of this city, recently announced 
the appointment of two representatives 
Walter W. Wildeman, 788 Spring Street 
Building, Atlanta, Ga., will represent the 
firm in North and South Carolina, Ten 
nessee, Georgia, Alabama and Florida 
H. R. Onarecker & Co., 2518 Times 
Boulevard, Houston, Texas, will represent 
the company in Oklahoma, Arkansas 


Texas, Louisiana, and Mississippi 


MACOME ILI Lliniois Electric 
Porcelain Co. recently announced the ap 
pointment of two representatives to handle 
its line of insulating porcelains on the 
West Coast. F. M. Nicholas, 140 Spear 
St., San Francisco 5, Calif., will repre 
sent the company in northern California 
and western Nevada. The Kenneth A1 
derson Co., 412 Seaton St.. Los Angeles 
13, Calif., will handie the company’s lit 
n southern California 


Nevada 


MILWAUKEI Three new field 1 
resentatives were recently added 


1 
Sales staff «ot ti temperature 











THANKS 
MILLIO 


As we at Great Northern 
start this busy and trying 
New Year, we would like 
to pause long enough to 
extend a firm handshake 
and a hearty 


WELL DONE 


to our many friends among 
the Electrical Wholesalers 
all over the country. 


lf you are not already 
cashing in on the tremen- 
dous demand for Great 
Northern outdoor fluores- 
cent Post-and-Wall lights, 
write today on your letter- 
head for Catalog and 
further information. 














GREAT NORTHERN MFG CORP 


ives Harrison St., Dept. EW-1, Chieage 24, I. | 





SECONDARY RACKS & SPOOLS 


a9 


c 


TELEPHONE INSULATORS 


s 
’ 
7 


KNOBS, TUBES, CLEATS, FENCE INSULATORS 


4 
im” 


} 


Porcelain Products. luc. 


FINDLAY, OHIO 
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division, Perfex Corp., of this city. Hugh 
C. Cameron of 2101 Park Ave., Indian 
apolis, Ind., is newly appointed district 
manager for the state of Indiana. Hugh 
H. Hackett, Jr., of 127 East 61st St., New 
York City, will serve as district manage 
for the states of Pennsylvania, Maryland 
and Virginia. William P. McDowell has 
beer assigned the task of appointing and 
training new Perfex distributors through 
out the country. His headquarters will be 


in Columbus, Ohio 


WYNNEWOOD, PA Thomas J 
Fleischer, Box 474, manufacturer's rep 
resentative, recently announced the ad 
dition of Wayne M. Withraw to his staff 
Mr. Withraw will handle the Gedney line 
of fittings, connectors, etc., and Knight 
outlet and concrete boxes in Pennsylvania, 
southern New Jersey Delaware and 
Maryland 


ASSOCIATION NEWS 


CHICAGO—The terms of office of twe« 
outstanding members of the board of 
directors of the Electric Association re 
cently terminated. Both men, Fred 7 
Whiting, vice president of Westing 
house Electric Corp., and W lr. Reace 


vice president of the Commonwealth 


HI-LAG 


Renewable 
F U SE 5 You can TAKE IT EASY 


if the fixtures you sell are 





; 
H 
é 


ies sesh eoeiesicens “COP” 
tion, yet end n ess delays . . 
Strong Time Lag—2 to 5 times |2Nd costly shutdowns, calls equipped with cop 
normal current, for handling start- | for WARE HI-LAG Fuses. Start 
ing overloads and operating surges. | Scientifically designed and arters 
thickness throughout affordingun. |constructed to reduce ex- 
excelled time-lag characteristics. |cessive heatin oer 
Fast opening on “gunal-tis-aind” sched- 
short circuits. ules, heavy current loads 
Expansion without | and starting surges. 


ing. : 
The construction of WARE These censtace cut Gus 
flickering tubes . . . 
of motor starting | HI - LAG Renewable Fuse protect a customer's 
on and short | provides every advantage entire installation . . . 
Sin eva _, | for maintaining low contact bring repeat business. 
and heawy'ts wx | resistance, strong time lag— So, stop lighting 


videmaximumcon- | up to 5 times normal current. complaints by mak- 
tact area — reduc- ing sure “COP 

i The Links—the knife-blade ae are working 
assembly—the double bridge ine Gat Gaaain on. 
preromerr —the spring tension contacts and greater con- dress: Sylvania Elec- 
tact surface are exclusive features which reflect the tric Products Inc., 
superior qualities of this amazing cool operator. Dept. L—4701, 1740 


Broadway, New 
WARE FUSES are also available in the following aS 
types: WB RENEWABLE FUSE without special 


time lag features. WARE NON-RENEWABLE rugged 7 T TY 
one time powder packed construction. WARE TRUE SY L\ AN IA 


CONTACT TROLLEY TAP designed especially for 
coal mines. ELE RIC 
J 


Write for descriptive literature of complete line 


WARE FUSE CORPORATION SS 


4420 W. LAKE ST. CHICAGO 24, ILL ——— 
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Edison Co., served the association long 
and well. Mr. Whiting, who represent- 
ed the manufacturers group on the 
board, was a member of the board since 
1933. During 1937 and 1938, Mr. Whit- 
ing served as president, and upon his 
retirement was chairman of the finance 
committee. Mr. Reace, who represented 
the utility group on the board, has been 
a board member since 1943. Mr. Reace 
was president of the association during 
1945 and 1946 

April 2nd, here at the Sherman Ho 
tel, will be the day and place for the 
association's Chicago Electrical Indus 
try Trade Show. The committee, head- 
ed by John McC. Price, is going ahead 


with the plans and details 


COLORADO SPRINGS—The 47th 
Annual Convention of the Rocky Moun 
tain Electrical League was recently held 
at the Broadmoor Hotel. Many promi- 
nent speakers were heard during the four 
day convention Among those heard 

re: League president W. D. Johnston; 

S. Peare, vice president of the Gen- 
eral Electric Co, N. Y.; R. S. Kersh, 
Westinghouse Electric Corp. E. Pitts 
burgh; J. W. Parker, president of the 
Detroit Edison Co.; J. L. Zwingle, presi- 
dent of Park College Parkville, Mo.; 
L. V. Sutton, president, EEI, Raleigh 
North Carolina; B. K. Wickstrum, gen 


“EASY TO FISH” 





ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 











SLATER 


The only one piece ceil 


ing lampholder with 
removable interior. Con- 
tractors say, “We install 
3 SLATERS to 2 of any 
other.” Fits 3%” and 4” 
boxes. Insist on the 
heavier, sturdier orig 
inal! There’s only one 
real pull chain lamphold 
er that meets your rigid 


needs-and that’s Slater 


SLATER No. 280 
Pull Chain Lamphoider 
—engineered for service 





A wiring device costs 

what you sell it for only if 

your customer can install it and 

forget it. Otherwise, it may be 

too expensive for him at any price. It 
doesn’t take long to discover that SLATER 

has no hidden costs. SLATER’s elaborate 

‘fool proof” inspection system sends out each 
wiring device in uniformly perfect working 
condition. It costs us a bit more that way, 

but we know it will make and hold customers. 
Let your customers decide. Sooner or later — 
they ask for SLATER. 

Write for Catalog No. 50 today. 

Slater Electric & Mfg. Co., Inc., Woodside, N. Y. 





om Sw 8 AC 


January, 1951—ELECTRICAL WHOLESALING 


al sales manager, Lighting Division, 
lvania Electric Products, Inc., New 
wk City; K. W. Haagensen, public 
relations director, Allis-Chalmers Co., 
Milwaukee, Wis.; Alston Rodgers, Gen- 
eral Electric Co. Cleveland; E. R 
Cornish, director, Paci Coast office, 
NECA, San Francisco; A. L. Scaife, 


er 
Sy 
Ye 


merchandise manager of traffic appliances, 
General Electric Co., Bridgeport, Conn. ; 
Tom lins, Kansas City; T. E. Roach 
president, Idaho Power Co., Boise; Henry 
B. Sargent, | ntral Arizona 
Light and Power 0. hoenix; A 


Prager, president and general manager, 


BREAK-PROOF a SETVICE . , Albuquerque, New 
SHOCK-PROOF | 


Screw Drivers +20: ows rc us 


and Be Prepared is the title of a 
timely talk given by L. P. Kingsly, dis 
trict manager, Anaconda Wire & Cable 


Moines, at a recent dinner 


More Sizes... More Types... More Kits — "08 bere & she chamber of 


e prevention 


Are Available To You... From VACO of electrical breakdowns in industrial 


clearly pre 
@ No more “lost sales” when you carry Vaco ... the nationally Se ae 
intenance it I t nation’s 


} 


ding out 


advertised, nationally known line of quality drivers with famous 


Amberyl S/B (slo-burn) handle. Whatever your customer wants toe 
) ) presenta- 


. screw drivers, nut drivers... special purpose kits... unusual lor fin oneg  itintnn 
bit styles... “‘reversibles” ... interchangeable blade 
drivers ... they're all available from this one source. 


ee And to help you get those extra impulse 


Nondiest sales, Vaco offers you more counter dis- 3 | X i ‘MANN 
EP ryjandle plays, more “buy off the board” and EI 


permanent wall displays than any other 


manufacturer in the business! Quality ? MOTOR CONTROLLERS 
It’s “tops”! Prices? In line! Margins? and 
Your full profit every time! Enclosed 


a General 
Let This Display 


Purpose 
Help You Sell P 
The Vaco C 110U permanent wall display CIRCUIT i! 


shows 30 different drivers to everyone ~ 
who sees it acts as ao perpetual silent BREAKERS — 
salesman. Order one today for extra sales 


d t fits! are made in a variety of styles and models, 
and extra profits 


suitable for general use, in dusty atmos- 
phere. in outdoor locations, or in hazardous 
locations, exposed to gas and fumes. Each 
. style has a housing suited to conditions of 
Get Your FREE Copy ~ 8 ve use (sheet metal, cast aluminum, etc.), and 
: is equipped with fully magnetic circuit 


of this Handy, Illustrated breaker which provides time delay or instant 
ippin needed 
Catalog and Reference Book tripping as nee 


You can't afford to be without this veritable gold mine of 


Send for Bulletin 1410 


information! Tells you all about bit sizes to fit every Also Send for 
screw lists the various drivers by type and size. Amply Service Equipment 
illustrated in color. Order your copy, today Service Centers.... 
Dual Control! Units 
100 Amp Equip. 
Safelets . Bulletin 1010 
j Cutout Moterials Bulletin 4001 


0 317 E. Ontario St., Chicago 11, Illinois HEINEMANN ELECTRIC CO. 


PRODUCTS co. In Canada: Vaco-lynn Products Co., Ltd. 152 Plum Street 
1212 Notre Dame St., W., Montreal 3, Quebec Trenton New Jersey 


Bulletin 2012 
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KANSAS CITY—Perhaps one of the 
best electric association bulletins avail 
able these days is the one issued by the 
Electric Association of Kansas City 
Edited by R. J. Samson and Jack F 
Habig, the “bulletin” is actually a 16 
page booklet. The first 8 or 10 pages 
contain general association news ot in 
terest to all members. Following the 
general news section, there are sections 
devoted to news and information espe 
cially interesting to affiliate EMEA 
ind TRT (Television & Radio Techni 
cians) members. To keep members in 
tormed on future activities, a bulletin 
board and calendar mark all coming 
events. Main attraction of the publica 
tion is that it is well planned and edited 
rather than its containing unusual mate 
rial. The Electric Association of Kan 

should be congratulated for 

a fine job 

sociation’s drive for new 1 
bers was ipparently successful 
host of additions were made 
issociation s the 
recruited members w re these 
saler’s sale E. Barnickel, G 
W. Buinger, W. R. Burras. Max H 
Casebeer George | Calle: Jr W. D 
Coffin, C. W. McCord, Jos Murphy 
ind Sol Vegder, all of Jenkins Whok 
sale Division; George Bolt Continental 
Electric Co.; A. R. Brock. N. § Mi 
Donald, Jr., and Robert Nesbitt, Gen 





! 

| 

| 
SODERING 


WELDING 
BRAZING 


L. B. ALLEN CO. Inc. 
6701 BRYN MAWR AYE. 
CHICAGO 31, ILL. 








Let me boost your 


ELECTRICAL SALES 


in Penna., Del., 
Md.,andD.of C. 


Philadelphia Sales Agency 
offers aggressive yet digni- 
fled representation. Well 
acquainted with Jobber, 
Contractor and industrial 
market. We promote Sales 
through wholesaler channels. 


Address Box 7521 
Electrical Wholesaling 





330 W. 42nd St. 
New York 18, N. Y. 




















eustomers 
are taking 


sO many 


Pp aine’s 

. that right now we're having trouble 
meeting their needs. Your customers know 
how Paine Devices, like the Paine “900’ 
expansion screw anchor, quickly, surely 
and economically solve their fastening, 
hanging or anchoring problems they 
know Paine Devices are worth waiting for 
We'd just like to let you know that we're 
doing our| best to supply you, so that you 
can supply your customers 


THE BEST CRAFTSMEN ALWAYS TAKE PAINE’S 


Offices in Principal Cities THE PAINE COMPANY 
2979 Carroll Ave.. Chicago 12, tl. 


bhi Strength 


SPLICE CONNECTOR 


Wr. Gobbler: 

This connnector was designed with you in mind — only 4 sizes to stock 
for a wire range of #4 to 1000 MCM. It’s a high profit item, too; so 
don't pass it by. 

Sales points? — Yes! Note the inspection holes on top and two sides 
so that wireman knows it’s properly installed. Also, it’s made of extra 
high strength bronze; is UL approved; is easy to install; is small, compact, 
and easy to tape. Send for somples and show them to your trade 


- JASPER BLACKBURN CORPORATION 


BS Madison St. + St. Levis 6, Mo. + Phone CEntrel 3007 


January, 1951—ELECTRICAL WHOLESALING 








eral Electric Supply Corp.; J. M 


( PORCELAIN ENAMELED Brownlee, Missouri Valley Electric Co.; 

A K N J. R. Ernst, Robert F. Janda, and Cliff 

YA R D Li G Me TS A. Keyes, Graybar Electric Co.; George 

B L. Gerner, E. A. Martin, M. E. Turkle, 

Also a Complete Line of INDUSTRIAL REFLECTORS Harold Vader, Larry Vaughn, and E 

P. Vogel, all of W. T. Foley Electric 
Supply 








8972-8974-8976 YARD LIGHTS OMAHA—Ben Pfeiffer, owner of the 


Ace Appliance Co. in South Omaha, 


Acceptance by Contractors was recently elected president of the 


Nebraska-Iowa Electrical Council at a 


and Users Puts Them in Nera e by € count il’s new snr’ of 
directors is Marks the first time that 
the BETTER Profit Class... | ‘s<9.is. Sits ont 


to the dealer group r. Pfeiffer had 





We can supply Yardlights of rigid design and Industrial just completed a term as president of 
Reflectors made of one-piece heavy gauge steel, finished the Appliance Dealers Association and 


1 re} 


in three coats of Vitreous Porcelain Enamel. has served as a dealer representative 
on the board lir rs 


Jackson Yardlights withstand wind and weather. They 
are completely wired and assembled, and are of good 
quality—have good appearance and give the kind of 
service that builds business. Listed by U. L.—approved 
for R.E.A. installations. Write for full details. Prompt 
deliveries. 


Other offic cted at the meeting 
were: | : *( ! i president, 
Electric 1 ipply ‘ represent 
ing the distributor group: Dewey Baker 
vice president naha Public Power 
District, representing the utility group; 


SEND FOR CATALOG . . . Manufacturers of Reflectors @ Yard Harry Binder retar Evans Elec 
Lights @ Vapor proof units @ Weather proof Sockets tric Construction, representing the con 








tractor group: an nrad R. Bangh 


SOLD ONLY THROUGH DISTRIBUTORS 


JACKSON ELECTRICAL COMPANY 


900-910 W. VAN BUREW STREET CHICAGO 7, ILLENOIS 


Conrad R. Bang! representing the 


manufacturer 








ADVERTISEMENT 


MAKES DAILY USE... 


Licensed under United States 


AUSTIN  ‘Eetintiac 


“SCREW-ON” are faster, 


CONNECTORS _ Safer and 
neater— 


Large 


= Standard Small 
SS & 
me . . - of Buying Information 


NO SOLDER, NO TAPE, NO ADDITIONAL TOOLS (Cro tr tees BY congtant sure of 
reference at the Rochester, New York Plant 


The Austin Screw-on Connector is a molded phenlic EEE = of Graybar Electric Co., says Mr. John J. 


Fitzpatrick, Operating Manager. This ref- 
molding. Provides 25% lower electrical resistance and erence volume contains pre-filed product 
up to 3 times the tensile strength. STRIP WIRES nocoemgyeer supplied by a a orang 
° : ° ° »rs a é on ehensive e ) 
Just strip the wires, insert into connector, and enna han os yao me = co id nd 
i i é ac ureTrs, ac oss-Trete et 

twist. The spring expands and rolls a thread onto copper ———ae Trade ema Aes 
conductors. When you stop twisting, the spring tightens ies Win iadiiietith “Ula wile dalimanes 
down and grips conductors firmly. Connector is skirted SCREW ON CONNECTOR peace | = the ELECTRICAL CATA- 
so insulated portion of wires is drawn up into connector LOGS. Hardly a day passes that some mem 
for complete insulation. Sa" ber of our organization does not place an 
3 . order because of information available in 

Write for Information and Prices IT ROLLS THE THREAD ON the Catalog.” 

If PRE-FILED ELECTRICAL CATALOGS 


is not available in your ro ~f buying 
THE M.B. AUSTIN COMPANY [ittgonce meee 


rel ba! BROOK ILLINOIS New York 18, N. Y. There is no charge to 


qualified users 


plastic shell with a copper coated spring inserted after 
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MORE FACTS 
ON PRODUCTS 


For the finest in contemporary lighting 
see Prescolite’s new Swiv-O-Lite line 
Cluster Lights—The S & M Lamp Co., Decorative distinction and rigid constru 
119 West 36th Place, Terminal Annex n a wide range of functional designs for 
Box 2315, Los Angeles 54, Calif., has 
made available a four-page folder F 


ommercial portable and pin-up nstallation 
se Available in six decorators finishes — coral! 
700-50 describing its line of cluster | # 2 
“ green, gray, satin chrome, brass and br 
lights The folder contains photo : 


graphs, specifications, and suggested 


pepe new SWIVOL 


omplement the popular Pre 


when writing ELECTRICAL WHOLESALING 


ease fi ecessed fixture line. Write today 
atalog and price information 

Electric Rust Preventer—The Cleve 

land Heater Co., 2310 Superior Ave., 

Cleveland 14, Ohio, recently released 

two folios fully describing its line of 

anodic rods. These publications describe 

in detail how the rods work preventing 

rust in water storage tanks and how 

they are installed. Features and advan- 

tages of installing the rods are also 

included 


whee wr''9 ELECTRICAL WHOLESALING 7 wea 
Lae 


Your best source for commercial Portabi 
ortable 


PURPOSE FLUORESCENT 


LamePT 


ree mew Fiber 15s wert wow! 
The of 0 thousand uses — a 
Only has the patented ( “y— 
double-spring device for giv ee 
ing finger tip Rexibility General Model 
UL. approved meteril i light $15.75 
oe oS aggaalia 2light $18.95 
. Desk Model 
Puts light where you wont #, j 
en oe 2 light $25.00 
19 ee ferme whe cave, Oe ant Floor Model 
2 light $28.75 


ART SPECIALTY COMPANY AC ONLY 


3245 W. Lake St., Chicago 24, IIb 





MANUFACTURER’S 
REPRESENTATIVE WANTED rte a 


Chicago Manufacturer of full line national- ; nme & ¥ are a profitable line for the 
ly advertised fluorescent fixtures, including : ite : : distributor, dealer and user be- 
outdoor fluorescent Post-and-Wall lights 4 i — it ey he of the 
seeks man now calling on and well acquaint- case : ates coday. Te beached by Samneus 
ed with electrical and oil equipment whole- : ‘ : ‘ users throughout the world, 
salers. Tremendous market, generous com- | | Br es cont ; and an aggressive hard-hitting 
missions, protected territory and repeat | | (ar ' igs Sond a ae eae bea 
business provide exceptional opportunity | | be". : ae ’ quarter of a million key 
for a qualified producer. Write today, stat- : s sit em men in industry each 
ing age, business experience , territory : : eal month. 


covered, lines carried. Personal interview 
will be arranged in your territory. H £ x A C Pes N E 1: CTR Ic co 
GREAT NORTHERN MFG. CORP. : eID . 
4221 Harrison Street, Chicago 24, Ill. RS A 
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FLOODLIGHTS 


Filing System 
tomatic 


Advantages of its au- 
files of 10 
drawers or more are set forth in a new 
| Remington folder LBV 391. The folder 
describes in detail the system’s tab and 
letter and 
controls, applications 


FOR LASTING filing system for 


SERVICE 


arrangement, number color 


and guide For 





PORCELAIN 
ENAMELED 
REFLECTORS 


PROVEN FAVORITES 


OPEN 
TYPE 


500 W 
CAT. NO. 80808 


750-1500 W 
CAT. NO. 80888 


WITH HR 
GLASS LENS 


200 W. 

\ CAT. NO. 3368 

500 W 
CAT. NO. 3378 


1000 W 
CAT. NO. 3398 


| copies 


Rand 
315 


write to Remington 
or to Remington Rand, Inc., 


Ave, New York 10, N. Y. 


ier en 9 ELECTRICAL WHOLESALING 


The 
Washington 


any 
branch 
| Fourth 


A NEW 
ELLIPTICAL 


Edwin F 
Ave., St 


released a new 


| Fluorescent Fixtures 
2615 
M oO 


catalog covering their complete line of 


Guth Co., 


Louis 3, recently 


| commercial and industrial fluorescent 
germicidal lighting 


catalog No. 47 
of fluc 


| and 
Phis 


equipment 
full 


a con 


presents a 


ywrescent xtures in 


orm. It features the company’s 


slimline capable of accommo 


lete line of 40 


eee en? ELECTRICAL WHOLESALING 


300-500 W. CAT. NO, 80708 | Fluorescent 


750.1800 W. CAT. NO. SO75B Lamps and Fixtures—A 


|} four-page folder dealing with cold 





4223-43 WEST LAKE ST. 





MULTI ELECTRIC MFG. 


| cathode fluorescent lamps and 


hixtures 


co. Ine. 


CHICAGO 24, ILL. 


is now ailable fror lonial Electric 








make selling a 


REVERSIBLE 
WINDOW VENTILATOR 


The original reversible ex- 
haust and intake fan'—with 
easy patented reversing 
mechanism for complete 
safety. In 10", 12", 16" and 
20" models. 
every window width. 
Handsome white 
enamel or sunset 
tan finish. 


i oe 


} 
“trex 


ECONOMY 
FLOOR CIRCULATOR 


An unbeatable value — builds 
store traffic and sales volume! 
All steel constructionand 
balanced aluminum blade. In 
Sunset Tan. 3 speeds 


BERNS MFG. 
3050 No. Rockwell, © 


For Export, writellls 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 








Mr. Manufacturer: 
We want fo sell for you 


Adjusts to : 
Leading Sales Agency covering 
Indiana, Illinois, lowa, Wiscon- 
sin, seeks additional lines sold 
through wholesalers. 


3 salesmen—Chicago 
ee, warehouse 
erful fan starts 

s, outer door 

Ws and closes. Outer 
tame will not rust or 
warp fan housing. Pol- 
ished chrome or gleam- 
ing white enamel interior 
grill. All models adjust- 
able to 16" thick walls. 


We'll give you complete cov- 
erage and a productive and in- 
telligent sales effort. 


Box 8580 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, lil. 
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Products, Inc., East Paterson, N. J. 
This folder A-5010 contains descriptive 
material and engineering data on the 
company’s lines of cold cathode fluo 
rescent lamps and fixtures. Represen 
tative fixture models from the firm’s 


fixture line are also shown. 


“9 FLECTRICAL WHOLESALING 


Lighting —The Jones Metal Products 
Co., West Lafayette, Ohio, manufac 
turers of industrial, commercial and 
floodlighting equipment, recently an 
nounced a new “1950-51 Catalog and 
Handbook.” The new lighting catalog 
and handbook contains complete de 
scriptive material on the application 
ar 1 installation of the company’s line 
of reflectors, sockets, holders and ac- 
cessories. It also contains new ideas 
for better plant lighting and new meth 


ods for effective floodlighting 


wren wo'es ELECTRICAL WHOLESALING 


Lighting Fixtures—Presenting a line of 
commercial, industrial, residential, and 
display lighting fixtures is this catalog 
J. Segil Co., 2500 
Chicago 47, Ill. Fully 


recently issued by L 
W. North Ave : 
illustrated, the 


catalog contains ‘7 


pages of lighting fixtures for both in- 
door and outdoor use. Also included is 
‘e company’s latest established price 


list 


when writing ELECTRICAL WHOLESALING 


mention 
Pole Line Hardware—This new “Hub 
bard Catalog No. 50” contains the com- 
plete up-to-date listings, illustrations, 
and descriptions of the company’s line 
f pole line hardware and accessories 
Hundreds of new items are introduced 
in this detailed catalog. Available from 
Hubbard and Co., 6301 Butler St., Pitts- 


burgh 1, Pa 


When ~riting ELECTRICAL WHOLESALING 


Tools and Equipment—The Hykon 
Manufacturing Co., 163 E. State St., 
Alliance, Ohio, recently released a 
catalog describing its line of wiring 
reels, extension cord reels, store room 
reels, and wire meters. A joist boring 
machine, a knockout trimmer, and a 
reelift” are also described. Fully illus 
trated, the catalog contains the prices 


of all items included in the folio 


when “rit9 ELECTRICAL WHOLESALING 





helps make a 
Quality 
job 





QUALITY PORCELAIN 








UNIVERSAL 
PORCELAIN 
INSULATORS 





rue UNIVERSAL 


1549 EAST FIRST STREET 


CLAY PRODUCTS CO. 


SANDUSKY, OHIO 
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It's @ quick and easy 

job to wrap one of 

these Copper Ground 

Clamps around the 

pipe, because the 
band is partially formed! 
Note, too, how the rolled end 
bears against opposite 
tongue of clamp, holding the 
ears parallel and providing 
extra leverage for drawing 
the clamp tight. Made of 
flexible, pure copper. Rust- 
proofed bolt 


H. B. SHERMAN Mfg. Co. 


Battle Creek, Mich 


ELECTRICAL POET 
(68 yy, 


95 





TURN-TYTE 
INTERLOCKING 


DEVICES 

Are Sure To Sell 

So Stock Up Now! 
Your customers will want these new 
TURN-TYTE interlocking devices so 
be ready to sell them. TURN-TYTE 
requires only a slight turn, and are 
interchangeable with similar devices 
currently used; all are Underwriters’ 
listed. 
Stock up on them now, and you'll sell 
them just like other Rodale quality 


products. 
Turn-Tyte 


N EW-3 Wire Cord 
Connector Body 
10A—250V ISA—!25V 
Catalog 73100 
20A—250V 10A—575V 
Catalog 23200 
Consists of two pieces of 
molded bakelite. Base is 
armored and contains a cord clamp. Cord 
hole, .625; and O.D., 1%". All connector 
bodies contain bronze contacts mounted on 
brass terminals to assure positive heat-free 
conductivity. All metal straps and armor 
are coated to resist rust and corrosion 


Turn-Tyte fe 


NEW -3 wire 


Armored Caps with 
Cord Clamp 
ISA—|25V 
13 
Cord Hole 625 
Catalog 71036 


20A—250V 10A—S75V 
Dim O.D. 1% Cord Hole .625 
Catalog 51236 


N EW-3 wire 
Receptacles (Bakelite) 
10A—250V ISA—125V 
Catalog 71075 
20A—250¥ (0A—575V 
Catalog 21275 


For more infor- 

mation on these 

Turn-Tyte and other new 
. TURN.-TYTE de- 

vices plus details on how you can sell 


this profitable new line, write today 
to Dept. EW-2. 


RODALE 


MANUFACTURING CO., INC. 
EMMAUS PENNSYLVANIA 








ADVERTISERS 
INDEX 


Accurate Mfg. Co. 

Acme Electric Corp. . 

Adam Elec. Co., i 

Advertisin Council, Inc., The 

Allen Co., »* »L 

All-Steel Ss Inc 

Amplex Corp. 

Anaconda ire & Cable Co 

Appleton Electric Co 
rrow-Hart & Hegeman Electric 
Co., The 

Art Specialty Co 

Atlantic Conduit Fittings C« 

Austin Co., The M. B 

Auth Electric Co., Inc 
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Blackburn Prod. Corp., Jasper 
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Briegel Method Tool Co 

Buffalo Forge Co 
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Certified Ballast Mfrs 48 
——— wipes Mfg. Co., Div. of 

Pittsburgh, Nipple Works, Inc 94 
Conduit Pipe Products Co 21 
Crescent Ins. Wire & Cable Co 
Cutler-Hammer, Inc 


Economy Fuse & Mfg. Co 


Feedrail Corp 
Fullman Mfg. Co 
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Great Northern Mfg. Corp 
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Ideal Industries, Inc 
Ilsco Copper Tube & Prod., Inc 
International Oil Burner C 
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Klein & Sons, Mathia 


Leader Electric Co Second Cover 
Lint, Clyde W x4 


McGraw-Hill Pre-Filed Electrical 
Catalogs 

Midwest Electric Mfg. Co 
Minerallac Elec. Co 

Mitchell Mfg. Co 

Multi Electrical Mfg. Co 

Murray Mfg. Corp 


National Electric Prod. Corp 


3° ynite Co 
Z. Electrical Mfg. Co 
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Pass & Seymour, Inc 64a, 64b 
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Penn-Union Elec. Corp 10 
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Pressteel Co 93 
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Quadrangle Mfg. Co 


Revere Electric Mfg. Co 
Ridge Tool Co., The 
Rodale Mfg. Co., Inc 
Royal Electric Co., Inc 


Sherman Mfg. Co., H. B 

Sherman Mfg. Co., Inc 

Slater Electric & Mfg. Co.. Inc 

Spang-Chalfant (Div. of The 
National Supply Co 

Sperti Faraday, Inc 

Square D Company 

Standard Elec. Mfg. Co 

Sylvania Electric Prod., Inc 


Thomas & Betts Co., T 

Triangle Conduit & cable Co., Inc 
Trine Mfg. Corp 

Trumbull Electric Mfg. C« 
Universal Clay Prod. Co., The 
Vaco Products Co 


Ware Fuse Corp 
Weaver Co A 


Western Insulated Wire Co 








push e=KEIL= 
buttons 
that 


yy 


= — 


~ ysis 


BEST salesman 

you ever had! with 21 dif- 

ferent push buttons for every 

need. If you have TRINE'S 

Senior Display, make sure you 

keep it selling Senior for you 
Or get the Senior Dis 
play Deal (No. 58) 


right away 


SENIOR DISPLAY DEAL 


Se 


PUSH BUTTONS iS 
evi 


ACTUAL 
SIZE 
22/4" S/a 


21 ITEMS DISPLAYED 

21 assorted push buttons mounted on a 
sturdy 3/16” thick display panel with 
easel for standing and eyelets for hanging 
Colorful -eve-catching white, orange and 


brown 


37 PIECES FOR STOCK 

Working stock includes one, two, or four 
of each item displayed, packed in individ- 
ual printed boxes. All packed in a labeled 
shipping carton with display Gross 
weight: 7 Ib. 6 oz 

Write for catalog sheets and samples 


ee 9 > 
eKEILS ine MFG. CORP. 
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PLYMOUTH RUBBER COMPANY. Inc 


CANTON, MASS 


SLIPKNOT — The pedigreed tape. 
Largest selling brand of friction 
tape. Always dependable. 


MANUFACTURED BY 


PLYMOUTH RUBBER COMPANY Inc 


CANTON, MASS.U.S.A 


: 
? 
My 
0 
6 
é 
Vy 
y 
id 
0 
y 
7] 
y 
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PLYMOUTH RUPEE A LO. 


P.R. SPLICING COMPOUND — The 
~ splice that can be used on any elec- 
Bot trical oa 


ai a Sold Only 


The ough PLYMOUTH PLASTIC ELECTRICAL 
TAPE — The outstanding plastic 


electrical tape — higher in dielec- 
Wholesalers tric strength. Tough — Neat — 


Economical. 


~ PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





An old thought for the New Year 


HOW TO CLOSE A SALE 


When the customer hands the order to the average 
salesman the salesman says to himself —"The sale 
is closed’.— But is it? 


\\ THAT if the product doesn’t meet the buyer's expectations? 
Is the sale closed? When a customer wails about not getting 
what he wanted, is the sale closed? 


If, on the other hand, the order is taken, the goods are shipped, 
the bill 1s paid—and the customer 1s pleased - then it looks reason 
able to say “‘the sale is closed.” 


Get the idea—the real sale is made only after the product is in 
use and the customer is pleased. 


Seeing that the customer is pleased is one of the great RESPONSI 
BILITIES of a salesman. This means that the salesman must 


10 POINT PROTECTION . Acquaint himself with the buyer’s need. 


moans Pick out the article he believes best suited to fill the bill. 


10 GOOD SELLING POINTS 3. Do everything in his power to see that the buyer UNDER 


STANDS CLEARLY just what are the merits and what 
Use them all:— the limitations of the product. 


1. Protection against short-circuits Let’s ipply these principles to a specific Case; suppose you are 


) calling on a buyer of fuses: 


Protection against needless blows caused 
by harmless overloads You know that he needs fuses to protect—yet the degree of 


yrotection he gets varies grea with the make and type > 
Protection against needless blows caused poner ie greatly h the € and type of fuses 


by excessive heating—less resistance re- he uses. 
sults in cooler operation You realize that ordinary fuses, with rare exceptions on commer 
Thermal protection for panels and cial and industrial circuits, do not protect except against short 
switches-—against damage from heating circuit—while FUSETRON dual-element fuses provide 10 point 
due to poor contact protection. 


Protection for motors against burnout Therefore you tell him how FUSETRON fuses can help him. 
from overloading But you don’t lead him to believe that they are a magical device 


Protection for motors against burnout that will cure troubles due to careless maintenance work or inade 


due to single phasing quate equipment or the like—that’s not their business. You show 


: i him that they are a device designed with great care and precision 
DOUBLE burnout protection for large to give him the best in protection both against damage to equipment 
motors—without extra cost and against needless interruptions of electrical service. 

Simple, inexpensive protection for small 


; It’s always a good idea for a salesman to learn what should and 
motors i 


what should not be expected of the products he sells. Then when 
Protection against waste of space and he makes a sale the customer buys with his eyes open. This elim 
money through use of proper size switches inates kicks and comebacks and permits the salesman to truly say 
and panels “The sale is closed.” 


Protection for coils, transformers and BUSSMANN MBG. CO.. ST. LOUIS, MO 
solenoids against burnout Division McGraw Electric Company 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM—SELL 


es I al ie ears” See Nin ‘ _—— P panera: ot nt 1 





